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SUBURBAN SUCCESS SAGA: Modern management methods pay off (See page 37) Fi 
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How men and money find their reward 
when they seek to work in MODERN CANADA 


Second largest country on the globe in area, 
Canada has become the world’s sixth largest 
industrial nation, and ranks fourth in interna- 
tional trade. It is also one of the most diversi- 
fied, in its manufacturing activities and in its 
vast resources of farm, forest, mine and fishery. 
United States businessmen have contributed to 
and are participating in Canada’s rapid devel- 
opment. 

United States bankers are invited, on their 
own account, or on behalf of their customers, 
to make use of the complete banking and 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


Branches also in London, England * New York * San Francisco * Los Angeles * Seattle * Portland, Ore. 
Bridgetown, Barbados * Kingston, Montego Bay, Ocho Rios and Port Antonio, Jamaica 
Port of Spain, St. James and San Fernando, Trinidad * Nassau, Bahamas 


Resident Representatives in Chicago, Illinois and Dallas, Texas * 


information facilities of The Canadian Bank 
of Commerce. With over 850 branches from 
Newfoundland to Vancouver and the Arctic, 
we are ‘on the ground,” and will be pleased to 
answer your inquiries with regard to any indus- 
try, company, trading area or manufacturing 
district in Canada. 


Address your inquiries to our 
Business Development Division, 
Head Office, Toronto 1, Canada 


We do not advise on the merits of speculative securities. 


More than 850 Branches across Canada 


European Representative, Zurich, Switzerland 
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Operation Tall Can 


Sirs: Bankers Trust Company, as 
stock transfer agent for American Can 
Company, faced an unusual assignment 
in routing that firm’s 1959 annual re- 
port to more than 96,000 shareholders. 

The report was housed in a cylindri- 
eal container that was an adaptation of 
American Can’s new string-pull, biscuit 
lough container. 

Ordinarily, the bank handles annual 
report mailings by means of its high- 
speed automatic equipment. In this in- 
stance, it had to turn away from its 
isual methods and become a packaging 
lant. 

Two production lines were set up in 
me of the bank’s offices, and can com- 
pany employees operated equipment 
ised to insert the reports into the metal 
-ontainers and seal the metal ends. The 
wo lines turned out 2,000 packaged 
‘eports an hour, or better than one 
every two seconds. 

WILLIAM A. CLARK, Publicity Megr., 

Bankers Trust Company 

New York, New York 
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Friendly Commercials 


Sirs: Many favorable comments are 
being received on a new type of com- 
mercial we are using on local TV news 
and weather shows, as Shari Lewis and 
her puppets perform their one minute 
stints for Hospital Trust. 

Having been on TV for two years 
with the usual local announcer doing 
the commercials, the bank’s advertising 
department gave considerable thought 
to some new commercial presentation 
that would give maximum impact for 
the number of time dollars spent. With 
the cost of television what it is, Hos- 
pital Trust officers believe it is money 
down the drain not to have the proper 
vehicle speaking for the bank. Some- 
thing warm and human was needed to 
give the impression of a friendly, un- 
derstanding bank. The bank’s TV ad- 
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vertising agency, Creamer Trowbridge 
Company, believed Shari Lewis would 
be the answer. They made the necessary 
contacts in New York, arranged for 
meetings with her script writers, and 
finally came up with three one-minute 
commercials of an institutional nature 
that are creating a favorable image of 
Hospital Trust. 

WARREN O. EVANS, JR., 

Assistant Sec’y and Advertising Mgr., 

Rhode Island Hospital Trust Co., 

Providence, Rhode Island 
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Aid to World Travelers 


Sirs: To facilitate travel of business- 
men and the general public, the interna- 
tional department at Society National 





Bank has added to its foreign exchange 
facilities the currencies of over 40 
nations. 

This additional service has been in- 
stituted by Richard J. Wade, assistant 


cashier-manager of the international 
department, who is shown here with an 
array of foreign currency. 

Besides supplying the monetary 
needs of world travelers, Society’s in- 
ternational department also advises 
them on the amounts of currency any 
foreign government will allow to be 
taken in or out of its territory. And, 
foreign bank notes or currently legal 
tender in any country are readily re- 
deemable by returning travelers at any 
of Society’s offices. 

RICHARD Z. WARD, 

Griswold-Eshleman, 

Cleveland, Ohio 


* e a 


Nowel “Thank You”’ 


Sirs: To thank its 45,000 checking 
account customers for their past busi- 
ness, NBW has purchased a blanket 
membership for all of them in the “Two 
on the Aisle Club.” This entitles them 
to purchase tickets to Broadway hit 
shows having long waiting lists, and 
to other special attractions in the New 
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York metropolitan area, at regular box 
office prices and without having to buy 
tickets months in advance. 

Monthly bulletins announcing the 
availabilities of Broadway shows will 
be distributed by the bank to its check- 
ing account customers. 

Two on the Aisle Club, although re- 
cently organized, has already become 
the largest theater ticket club in the 
country. Membership costs to the gen- 
eral public is $10 for the first year and 
there is a $5 annual renewal fee. 

HuGu J. BRENNAN, Advertising Mgr., 

National Bank of Westchester, 

White Plains, New York 











Profit: the Key to 





Telephone Progress 


and Low Cost 


Maybe it’s about time somebody 
stood up and said a good word about 


profits. 


For the opportunity to earn a satis- 
factory profit is part of the very 
spirit of a free America. It is one of 
the basic things that have made this 
a great country. 








‘Today, more than ever, the prog- 
ress and prosperity of communities, 
states and nation are dependent on 
the number and the prosperity of 
their companies. 


So the profit motive is important. 
Actually it is one of the great driv- 
ing forces that stimulate inventions, 
new products, new services and new 
plants. And more and better jobs! 


That is just as true of the tele- 
phone business as any other . . . and 
of added importance because of the 
vital nature of the service. 


It is a satisfactory profit—and the 
hope of its continuance—that gives 


BELL TELEPHONE SYSTEM 





us the money and the incentive to 
go ahead on a long-pull basis instead 
of in a more expensive short-term 
manner. 


It is profit that enables us to orig- 
inate and take advantage of all the 
technological advances that improve 
your service and hold down the cost 
of providing it. 

We can act instead of hesitating 
to act. We can go forward instead 
of standing still. We can move from 
one achievement to another in the 
best interest of everybody. 


The evidence is overwhelming 
that companies that show excellent 
profit records do the best job for 











their customers and employees and, 
as corporate citizens, contribute the 








most to the community. 





The day-by-day benefits for tele- 
phone users are better service at a 
lower price than would be possible 
in any other way. 





WINGS FOR WORDS. It’s so easy to take 
the telephone for granted! But what in the 
world would you ever do without it? All 
the many tasks of the day would be harder. 
You’d miss its priceless help and comfort in 
emergencies. So much would go out of your 
life if you couldnt reach out your hand and 
talk to friends and those you love. 
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TRENDS IN PINANCE 








Rate Declines Stymie 
Fed Discount Action 


The nation’s money market turned 
easier in the first quarter although 
there were no changes in rates on bank 
loans to business. Banks have indefi- 
nitely postponed their hopes to make 
further increases in the prime rate for 
unsecured business loans, now at 5 per 
cent, and the Fed has held the line on 
the rediscount rate of 4 per cent. 

Loan demand down. An easier Fed- 
eral Reserve policy has been rumored, 
but the official statistics have shown 
only modest evidence of such a change 
as Burroughs Clearing House went to 
press. In a recent speech in Philadel- 
phia, William McChesney Martin, Re- 
serve Board chairman, sidestepped 
questions as to a change in policy. He 
appeared to be in doubt whether the 
leveling off and in some instances down- 
turn in business activity were the re- 
flection of bad business or just bad 
weather. It was, he said, too early to 
tell, and added that demand for credit 
had been under expectations. 

Normally, bank loans to business de- 
cline from Christmas to just before the 
July 4 holiday. In the period from 
December 30, 1959, through March 9, 
1960, commercial loans of all weekly 
reporting member banks went to $30.331 
billion from $30.485 billion while in New 
York the decline was to $10.360 billion 
from $10.630 billion. In the week ended 
March 16 such loans of New York banks 
were $10.714 billion. Actually in New 
York, commercial loans have increased 
$84 million against a decrease of $175 
million a year ago in the January 1 to 
March 6 period. 

Fed reasoning. Since Federal Reserve 
rediscount rates are not changed with- 
out exhaustive study of statistics and 
trends and since Reserve Board action 
to reduce 90 per cent stock market mar- 
gin requirements has been viewed 
coldly by the Board because of its fear 
of underwriting investor confidence in 
stock prices which might go lower, the 
financial market’s expectation has been 
that first hints of an easier Board policy 
would show in open market purchases 
of Government securities which would 
reduce member banks’ net borrowed re- 
serves. These, since December, have 
averaged some $400 million. Net bor- 
rowed reserves March 16 were $240 
million against $230 million for the 
previous week. 

Failure of banks to expand commer- 
cial credit as expected and market ex- 
pectations of a possible relaxation of 
Reserve policy, along with fortuitous 
factors, brought yields on U.S. Treas- 
ury bills last month to a level close to 
3% per cent, more than 1 per cent below 
levels prevailing in January. Commer- 
cial paper, both of dealers’ type and the 
directly placed notes of major finance 
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Research and development will play prominent role in growth 


companies, fell to yield 4% per cent or 
less from a January level of around 5 
per cent. There was a similar lowering 
of yields on bankers acceptarices. Gov- 
ernment bonds and Treasury short-term 
securities enjoyed a substantial advance 
in price, but yields on high grade cor- 
porate bonds showed little change. 

Belated surge. A sidelight on com- 
mercial demand for money was disclosed 
at New York banks for the two weeks 
ended March 16 when normal borrowing 
for income tax payments expands busi- 
ness loans by some $200 million. In 
these two weeks actual expansion in 
these loans was $315 million against 
$276 million a year ago. 

Although Chairman Martin has con- 
ceded the diminishing influence of ex- 
pectations of inflation, particularly in 
the stock market, what the Board will 
do and what further changes in the open 
market money rates occur, appear most 
likely to be determined not only by 
general business conditions, but upon 
a determination of how much of the eas- 
ing that has been going on in the short 
term market has been attributable to 
seasonal and non-seasonal influences. 

A development of importance was a 
rise to a new all-time high on March 
16 in aggregate foreign holdings of 
U.S. short-term Treasury securities to 
a total of $4.757 million. This indicates 
that recent declines in yields on such 
securities had not deferred foreign in- 
vestment here. 
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Predict Doubling of GNP 
In New 15-Year Forecast 

An era of unprecedented technological 
progress, a period of construction that 
will dwarf the postwar building boom, 
and a rapid rise in population are among 


the projections highlighted in a new 
economic study released by American- 
Marietta Company. 

In its 40-page report, The Years 
Ahead: 1960 to 1975, American-Mari- 
etta envisions a doubling of the Ameri- 
can economy by 1975. It predicts that 
the gross national product will reach 
$925 billion compared to $480 billion, 
and this is measured in terms of today’s 
dollars. Family income will also in- 
crease to an average of $9,400 compared 
to the current $6,480 per year, the re- 
port notes. This prediction is bolstered 
by an assertion that fully one-third of 
the 70 million American families in 
1975 will earn $10,000 or more a year. 

Population boom. The report, which 
is liberally illustrated with supporting 
charts and graphs, adds that the 
nation’s population will rise by 55 mil- 
lion—from an estimated 180,126,000 
persons in 1960 to the 235,246,000 mark 
in 1975. This near one-third increase in 
population will be significant, the study 
continues, for approximately 70 per 
cent of the new consumers will be in the 
18 to 24-year age bracket. This group 
spends 27 per cent more than the na- 
tional average for automobiles and 75 
per cent more than the average for 
television sets and furniture. 

By 1975, the study states, the annual 
expenditures for new _ construction, 
maintenance and repair will total $137 
billion. During the next 15 years, it 
predicts, our economic growth will re- 
quire spending the enormous sum of 
more than $1% billion for construction 
materials, services, and labor, and this 
will constitute one of the major forces 
of growth within the economy. 

Industry forecasts. Over the next 15 
years, the report continues, American 
business and government will spend 
more than $250 billion just to discover 
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and perfect new products and processes. 
Included in the study are charts of 
projected growth for specific industries, 
such as paint, varnish and lacquer, 
Douglas fir plywood, paper and paper- 
board production, electric power, public 
sewer and water projects, textile sales 
and Portland cement. 

Copies of the study, The Years 
Ahead: 1960 to 1975, may be obtained 
from the Department of Information, 
American-Marietta Company, 101 E. 
Ontario St., Chicago, Illinois. 
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Study Unveils Weaknesses 
of Development Programs 


States and communities engaged in 
industrial development programs should 
reevaluate their approaches and deter- 
mine whether or not they are receiving 
maximum returns for their money, ac- 
cording to a recent article in the Mich- 
igan Business Review. . 

Profit, main factor. The report, based 
on a study of business firms by Drs. 
Thomas P. Bergin and William F. 
Eagan of the Department of Business 
Organization and Management at Notre 
Dame University, points out that re- 
gardless of colorful brochures, descrip- 
tive magazine ads, and newspaper head- 
lines, industry will locate in those areas 
wherein management foresees oppor- 
tunities for substantial profit. 

In their survey of 272 companies, Drs. 
Bergin and Eagan found that avail- 
ability of labor, convenience to markets 
































Reasons Given by New or Expanded Firms for Choice of New Site 
Reasons Loca 
= meats a Total Number of times ranked as 
Rank 2 Citations Ist 2nd 3rd 4th 5th Over 5th 
|. Availability of labor 220... 143 31 37 20 22 19 14 
2. Convenience to markets 2.00... 116 32 24 22 13 9 16 
3. Lower labor costs 102 17 14 29 19 16 7 
4. Availability of buildings 99 26 27 10 20 9 7 
5. Availability of raw materials... 79 27 18 12 6 6 10 
6. Adequate power 79 8 9 14 21 18 9 
7. Local cooperativeness 200. 76 3 7 9 19 30 8 
8. Less unionization 66 5 18 13 13 12 5 
%. Treanepertaties. cools 2... 56 9 10 7 12 it 7 
10. Transportation facilities 00000. 44 2 é TT 6 13 6 
Il. Home of management ......................... a 15 4 6 8 2 6 
12. Decentralization of operation .............. 39 4 6 10 7 8 4 
13. Favorable tax structure 00. «32 7 I 6 8 7 3 
14. Center of particular industry... 29 9 7 0 3 A 6 
15. Financial aid 25 3 5 é 6 6 1 
16. Climate ..... vee 20 2 4 4 I 5 - 
17. Plentiful water supply —.......................... 8 1 2 j 4 0 0 
18. Inexpensive plant site —......................... 3 0 0 i 0 2 0 











Study shows that labor supply and market convenience are key factors 


and lower labor costs were the main 
factors in the acquisition of new plant 
sites by industry. Quite often, they add, 
the bulk of funds spent by the state 
development agencies are frequently 
used for factors which management 
indicated are not of prime importance 
in influencing plant location. 

As one executive put it: “We prefer 
not to accept state or local aid as it 
might influence our decisions as to 
labor, wage-rates, location, etc.” 
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Tax relief hurts community. Another 
points out that “In general, communi- 
ties find, sooner or later, they must tax 
industry for normal growth. Tax-free 
offers to industry are not good for the 
community in the long-range outlook. 
Therefore, we are reluctant to accept 
aid in this form. On the other hand, we 
will not continue to operate in areas 
where excessive taxation is the result 
of poor state or local management.” 

Thus, while the state agencies con- 
tinue to stress tax relief and financial 
aid as primary factors in the attraction 
of new industry, the individual com- 
ments indicate that these initial offers 
are not nearly so important as the 
atmosphere of cooperation engendered. 
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Factoring Firm Invades 
International Field 


James Talcott Inc., 106-year-old New 
York City factoring firm, expects to 
open an office in Rome soon and follow 


Considering other offices 


Herbert Silverman discusses Rome facility 
with Vice-Chairman Hooker Talcott 
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Beneficial 


Reports for 1959 








Nineteen fifty-nine was a banner 
year for Beneficial. With volume of 
loans amounting to $773,877,411, 
more families were served than 
ever before. Earnings totaled 
$23,445,385. a new high mark and 
continued the record of successive 
annual increases for the 15-year 
span since the end of World War 
II. Sixty-eight offices were added 
and with 1210 offices at the year- 
end Beneficial maintained its posi- 
tion as the world’s largest system of 
finance offices. Service was extended 
to London, England. 

The Beneficial Finance System — 
dating back to 1914 — makes small 
loans mainly to families to help 
them in a practical way during 
periods of unbalanced budgets. 


.--@ BENEFICIAL loan is 
for a beneficial purpose. 






e Service to families reaches record high 
e Earnings increased for 15th consecutive year 


| e Offices in Beneficial System exceed 1200 















































HIGHLIGHTS 1959 1958 
Net Income $ 23,445,385 | $ 21,731,164 
*Net Income per CommonShare $2.21 $2.02 
Bey her «a ay $1.00 $1.00 
Total Assets $565,596,495 | $521,551,077 
“Amount of Loans Made | $73,877,411 | $712,861,626 
Number of Offices 1,210 1,142 
instalment Notes Receivable | $554,371,946 $509,642,263 


(after deducting Unearned Discount) 








*Net income per Common Share is adjusted for each year to give effect 
to 214% stock dividend paid January 30, 1960. Cash dividends per 
Common Share for each year are not so adjusted. 


**Principal only (unearned discount approximating $61,000,000 and 
$40,000,000, respectively, has been excluded). 








The information contained herein should be read in conjunction with the 
financial statements and notes appearing in the 1959 Annual Report to 
Stockholders. A Copy oF THE Report WILL BE FuRNIsHED Upon REQUEST. 





inance Co: 


Beneficial Building, Wilmington, Delaware 














up with a London office by summer, 
according to Chairman Herbert Silver- 
man. 

He points out that Talcott, which 
topped the $1 billion mark in receiv- 
ables financed and factored in 1959, will 
be the first to offer a complete line of 
industrial financing services on the con- 
tinent. Beneficial Finance Corp. already 
has an office in London, but it provides 
only consumer financing now. 

Mr. Silverman adds that the new 
offices are the beginning of an inter- 
national network. Other offices may 
soon open in West Germany and Hol- 
land. 
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SEC Paves Way for 
Variable Annuity Sales 


Variable annuity salesmen may be 
able to start ringing doorbells and sell 
retirement plans fairly soon. They have 
been held back for almost a year now 
by a Supreme Court ruling that vari- 
ables are securities and not insurance 
and must be regulated by the Securities 
and Exchange Commission because of 
their common stock portfolios. 

SEC has issued a 40-page report, 
listing a series of exemptions from the 
Investment Company Act of 1940. The 
exemptions cover senior securities, 
which variable annuities are considered 
to be, and provide for their sale under 
certain provisions. Investment com- 
panies are forbidden to sell senior 
securities under previous legislation. 

SEC’s report also suggests that com- 
panies selling variable annuities elimi- 
nate insurance terminology from their 
contracts. 

It will be a while before the variable 
annuity salesmen contact customers. 
State legislation still has to be enacted 
to cover their activities. Moreover, the 
insurance companies still have no idea 
as to when they will be able to register 
with the SEC. 
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Reeord at a Glance 


The Delaware Fund’s annual report 
for 1959 carries a novel insert idea that 
other banking and financial houses may 
want to tuck away for future use. A 
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Local chapters are spearheading new NAIC membership drive 


detachable, pocket-size insert of the 
Fund’s record over the past 22 years is 
included in the report. It can be pulled 
out and used as a reference piece by 
the shareholder, as shown below. 

The insert provides annual statistics 
on the total assets, dividends, and share 
values. It also outlines the major hold- 
ings of the Fund, types of stocks held, 
and principal changes made in its port- 
folio during the last six months of 1959, 
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Investment Clubs Open 
New Membership Drive 

The National Association of Invest- 
ment Clubs has opened a new member- 
ship drive, with the members of present 
clubs as chief salesmen for the opera- 
tion. 

This “Invitation” effort calls for 
N.A.I.C. members to bring their friends 
to meetings, using the card shown above 
as guest ducats. Pulicity for news- 
papers is also being provided for the 
5,000 investment clubs in the nation. 
This material has blank spots for the 


Detachable insert provides stockholder with the pertinent facts 
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ILLUSTRATION OF AN ASSUMED $10,000 INVESTMENT IN 








local organization to fill in facts about 
their own club, so as to slant it for local 
consumption. 
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Report Cites Remedies for 
U.S. Balance of Payments 


Effective anti-inflationary policies at 
home and non-discriminatory access to 
markets abroad should permit American 
industry to succeed in restoring the 
U.S. balance of payments to a sustain- 
able position, states the Committee for 
Economic Development in its latest re- 
port, National Objectives and the Bal- 
ance of Payments Problem. 

Action needed. The 32-page study 
points out that “The United States is 
in a strong economic and financial posi- 
tion. We face no immediate danger. 
This does not mean that we can be 
unconcerned about the large deficits of 
the past two years or a continuation of 
them in the future. It does mean that 
we have time and opportunity to select 
the best from among many available 
means for reducing the deficit. But if we 
do not use this time and opportunity 
we shall lose them. Ultimately we would 
be forced to correct the deficit by more 
drastic and costly methods.” 

Some of the factors causing the 
deficits in 1958 and 1959 were temporary 
and non-recurrent, the study adds, and 
some policy steps have already been 
taken to reduce the deficit. But further 
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ees action will be needed, it continues, to 
bring about reduction of the deficit at 
a satisfactory rate. 

Prime targets. Among the objectives 
the CED suggests are: the maintenance 
of high employment and economic 
growth at home, stability of the pur- 
chasing power of the dollar, continued 
U.S. contribution to the military 
strength of the West and to the eco- 
nomic progress of the underdeveloped 
world as well as the leadership of the 
United States in moving towards a freer 
international trading system. 

“There are many ways in which our 
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Scarborough-insured banks are freed from the 
wastes of overlapping coverage and the hazards 
of outmoded, dangerously thin coverage. Scar- 
borough’s modernized policies also protect 
banks against the logarithmic increase in spe- 
cial hazards and “‘weird”’ claims that somehow 
always accompany expanding bank operations. 

Scarborough does more for banks because 
Scarborough insures ONLY banks. We know your 
business better. That’s why we insure it better. 


You might profit substantially from a visit 
or correspondence with a Scarborough man. 
Bankers tell us they have gained a clearer in- 
sight into their bank’s insurance needs during 
a short meeting with this bank professional 
than they ever could before in 5 or 6 visits with 
one not so experienced in banking operations. 
Talk to the Scarborough man when he visits 
your city. Or write and a bank specialist will 
answer your letter. _ 


BANKS 
NOW INSURE 
THROUGH SCARBOROUGH 


SCARBOROUGH & COMPANY 
BANK INSURANCE 


SINCE 1919 
First National Bank Building—Chiecago 3, Illinois 
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balance of payments deficit could be 
corrected,” the report. “We could, for 
example, raise barriers against imports, 
curtail our foreign military and eco- 
nomic assistance, restrict United States 
private investment abroad and deflate 
the American'economy so that our 
goods would be cheaper and our people 
could not afford to buy foreign goods. 
But obviously we do not want to, and 
we should not, respond to the deficit 
in such ways ... the problem is not 
only to correct the deficit but to correct 
it in ways consistent with the basic 
objectives of American national policy.” 

Restrictions. Several main strands of 
national policy, that have persisted 
through the postwar period with gen- 


eral support from the American people, 
the report states, must be given par- 
ticular weight when considering ap- 
proaches to the balance of payments 
problem. These policies include: aware- 
ness that the U.S. should take a lead- 
ing position in organizing the common 
defense of the Western World and bear 
the largest share of its cost; it should 
also make the major outside contribu- 
tion in promoting the growth of under- 
developed nations; our interest in the 
economic health and growth of Western 
Europe and Japan, who are our chief 
allies. and major customers, should be 
a major consideration in our trade and 
investment policy; we should lead in 
the movement towards a less restricted 
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Increased trade: one answer 


international trading and payments 
system; and no obstacles should be 
placed to the export of private capital 
from the United States, because such 
private investment is both a source of 
future income té'us and a source of 
economic growth for the rest of the 
world. 

Single copies of National Objectives 
and the Balance of Payments Problem 
may be obtained for $1 from the Com- 
mittee for Economic Development, 711 
Fifth Avenue, New York City 22. . 

Meantime, President Eisenhower has 
unveiled a new hard-sell campaign, 
aimed at spurring sales of U.S. goods 
abroad. ‘he comparatively inexpensive 
$10 million program is part of an all- 
out drive to increase U.S. exports by 
some $4 billion annually. 

The “export development” program 
will call for the hiring of some 100 
business-trained trade authorities to 
travel abroad and stir up increased 
trade. They would work in groups of 
five or six and tour various countries 
to give interested buyers prices and 
other details on U.S. goods. Several of 
these trade missions have been made 
in recent years. 

Another phase of the program is 
a new export credit guarantee plan, 
which would protect domestic sellers 
of consumer goods against loss from 
foreign governmental action. This serv- 
ice, which will be offered at a nominal 
fee, would be an extension of the 
Export-Import Bank’s long-term credit 
guarantee program, and would include 
credits of a year or less. 

The latter program would supple- 
ment private capital already offered on 
these short-term obligations. The For- 
eign Credit Interchange Bureau of the 
National Association of Credit Manage- 
ment, for example, has been providing 
exporters with credit and collection 
facilities for 40 years. The FCIB works 
on a contingency basis. If there is no 
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collection, no charge is made for its 
services in trying to collect the account. 

Stefan J. Rundt, of S. J. Rundt & 
Associates, New York City, recently 
pointed out that “in the increasingly 
vehement world-wide contest for inter- 
national markets. the weapons are not 
merely quality, efficiency in delivery or 
service, products’ performance cost, or 
price, and so on, but more and more 
mainly the granting of stretched and 
further stretching terms of payment. 
This will become doubly clear in the 
forthcoming hearings by the Senate 
Commerce Committee on how to counter 
intensified foreign rivalry throughout 
the world markets. Attractive credit 
offers are today more often than not the 
factor deciding the fate of an export 
deal.” 
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Eye-Catching Promotion 


Pacific Finance Company, Los An- 
geles, is distributing a clever direct 
mail piece to give its customers an 
“eyeful” on what it has to offer. 

The unique promotion, shown below, 
doubles as an eye chart. If you can’t 
read the chart, the copy points out, you 





biggest loan institutions, according to 
Architectural Forum magazine. 

Many variations. It reports that 
lenders have been negotiating a new 
“income participation” loan calculated 
to give them at least 2 per cent greater 
interest-equivalent payments, and even 
higher bonuses. Another variation, it 
adds, provides the lender with a share 
of a shopping center’s rental income 
throughout the 20-year period of the 
mortgage, even if the loan is paid in 
advance. 

Prudential Insurance Company and 
Northwestern Mutual Life of Milwau- 
kee are among the lenders that have 
taken advantage of these loans, the 
magazine states. Northwestern Mutual 


Life and Connecticut General Life, 
Hartford, Connecticut, both report that 
they recently rejected loans on shopping 
centers that would have paid interest 
rates related to a percentage of the rent 
collected from these projects. 

~ A. H. Alexander, who is in charge of 
mortgages and real estate at North- 
western Mutual, points out that in three 
of the last four shopping centers 
financed by his company, Northwestern 
has acquired for nominal payments 
from 20 to 40 per cent ownership in 
these centers. 

Tax considerations. “The biggest 
problem posed by a mortgage that pro- 
vides for flexible extra payments to the 
lender hinges on the tax status of the 
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We take pleasure in announcing the admission of the following 


as General Partners in our firm: 


LLOYD S. GILMOUR, JR. 


NEW YORK 


ELISHA RIGGS JONES 


(Formerly a Limited Partner) 
BALTIMORE 


DANIEL D. MCCARTHY 


NEW YORK 


PAUL ZELTNER 
(Member New York Stock Exchange) 
NEW YORK 


We wish also to announce that 
HAROLD H. YOUNG 


formerly a General Partner, has become 


a Limited Partner 
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Welcomes “farsighted” customers 


Main Office: 15 Broad Street, New York 5, N. Y. 


need glasses. Drop into “Moneyland,” 
it adds, and we will be happy to arrange 
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Income Participation Plan 

Revolutionary changes in the tradi- 
tional relationship of lender and bor- 
rower are being effected by some of the 
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When the first USS Independence was commissioned 
in 1776, you probably could have put all the steel aboard 
her into one sea chest. But when the fifth Independence 
joined the U.S. fleet this year, she carried the widest 
variety of specialty steels ever assembled. 57,000 of her 
60,000 tons are steel. 


The Independence is big. She carries a crew of 3,500 
and her quarter mile of runways could park two luxury 
liners side by side. Turn her on end and she’d reach up 
to the 80th floor of the Empire State Building. Total 
working area for flight operations is over six acres. 


The Independence is built of steel, much of it supplied 
by United States Steel. For the greatest possible strength 
and toughness U.S. Steel furnished two types of spe- 
cially formulated and treated armor plate. Steel cables, 
strong enough to stop a landing jet bomber, were fur- 
nished by the American Steel & Wire Division of United 
States Steel. Her four 6614-foot, 50-ton propeller shafts 
were forged at the USS Homestead Works. And so it 
goes. From flight deck armor to the stainless steel used in 
her hospital, galley and crew’s quarters, USS Steels play 
an important part in the performance of one of the 
Navy’s finest ships. 


It took three years to build Independence. It took 50 
years of research and development to perfect the specialty 
steels of which she is made. USS is a registered trademark 





Something new in tie-downs. Instead of welded tie- 
downs, Independence has dimples placed at specified 
points in flight and hangar deck armor. U. S. Steel devel- 
oped special dies for use in a 12,000-ton press, worked 
with the plate while it was cold. Danger of welded-in units 
breaking loose from overhead blast is now eliminated. 
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Hammocks are a thing of the past. Pullman- 
type bunks with individual reading lights make crew’s 
quarters much more comfortable. 
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go to sea with the USS “Independence” 






Lots of room, lots of steel here. Hangar deck aboard 
Independence can store 100 jets, is as big as two and a 
half football fields. 


April, 1960 11 














Take five minutes to think about your bank. 
Particularly about how its deposits and total 
assets have increased in recent years .. . and its 


personnel, too. 


Then take another two or three minutes to find 
out when your bank’s blanket bond coverage was 
last reviewed. If you learn there has been no 
such checkup within the last two or three years, 
the chances are your institution is no longer 
adequately protected against such every-day risks 
as embezzlement, robbery, burglary, forgery, 
misplacement, mysterious disappearance, etc, 


For an objective appraisal of the form and 
sufficiency of your present coverage, with no 
obligation on your part, call the F&D agent in 
your community. As the representative of an 
organization which has specialized for 70 years in 
safeguarding the security of financial institu- 
tions, he can be depended upon to bring you the 
soundest possible advice. We’ll be most happy to 
send you his name and address, if you aren’t 
already acquainted with him. 


Fipeuity ano Dervositr 
COMPANY 


BALTIMORE, MARYLAND 
BONDING AND INSURANCE 





extra payments,” states Architectural 
Forum. “If such payments can be estab- 
lished as extra interest or expense, they 
can be paid out of the borrower’s income 
before federal taxes. If, however, they 
are considered to be dividends or profits 
paid to an owner, they have to be paid 
out of after-tax income.” 

In another new twist to mortgage 
financing, the magazine adds, an infla- 
tion-minded seller of a large invest- 
ment property recently put an escalator 
clause into the mortgage applicable to 
the principal amount of the loan. The 
seller was prepared to take back a large 
mortgage himself for five years, but the 
buyer wanted 10 years to pay him off. 
The solution, reported by Realtor- 
Appraiser Aaron A. Gorlin, of Jersey 
City, New Jersey, was a five-year mort- 
gage with an option to renew for an- 
other five years, provided that the 
capital amount of the loan would be 
readjusted on a_ value-of-the-dollar 
index if the option is exercised. 
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FHA Revisions Urged by 
Bankers and Builders 


Congressional action to correct the 
discount situation affecting FHA and 
VA mortgages and cabinet rank for the 
housing administrator are among the 
many suggestions offered to stimulate 
home construction by spokesmen for 
mortgage bankers and home builders. 

Martin L. Bartling, Jr., president of 
the National Association of Home 
Builders, told the Group V Association 
of Savings Banks at Brooklyn, New 
York, that “our great political parties 
should formulate bold and imaginative 
housing philosophies and spell these out 
in unequivocal terms.” 

Future needs. The Knoxville, Tennes- 
see, home builder proposed Congres- 
sional reexamination of federal housing 
programs and cabinet rank for the hous- 
ing administrator. The latter, he added, 
would enable the economic and social 
voice of housing, in all of its ramifica- 
tions, to be heard on equal terms with 
those of commerce, agriculture, labor 
and the Treasury. 

“Some may scoff at this notion,” he 
said. “Others may think it’s pretentious. 
To those who disbelieve, I suggest they 
not think in the narrow terms of an 
individual home builder, or of an in- 
dividual house when considering hous- 
ing. Think instead of a population that 
will number 214 million by 1970, and 
of the total housing needs of this popu- 
lation; think of the expansion of our 
great urban areas and, in this process, 
consider carefully the rot and decay 
that has infected the shelter offered by 
their central cities. 

Discounts replace premiums. In call- 
ing for a reappraisal of the mortgage 
credit system, the head of the mone 
than 43,000-member organization said 
that a close look should be given to the 
role of government insured and guar- 
anteed mortgages. 

“There was a time, not too far dis- 
tant,” Bartling said, “when these mort- 
gages attracted premiums. Now they 
seem to attract only discounts.” 
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Active Subsidiary Sets Factoring Pace 





Textile Banking Company is the larg- 
est factor in the industry. It is serving 
clients doing $600 million in business 
annually. As an 
autonomously 
managed sub- 
sidiary of Com- 
mercial Credit 
Company, and 
its only factor- 
ing enterprise, 
Textile Banking 
Company bor- 
rows funds from 
some 450 banks 
with whom Com- 
mercial Credit 
has lines of credit; this is done indi- 
rectly through the parent company. 

Non-recourse loans. Textile Banking’s 
clients employ it as their credit and 
collection department. Textile absorbs 
all bad debt losses resulting from cred- 
its it approves where the client’s cus- 
tomer is financially unable to pay. This 
serves materially to strengthen the ac- 
counts receivable of the client’s balance 
sheet because, as a matter of actual 
fact, the client has only one account 
receivable . . . Textile Banking Com- 
pany. It purchases the accounts with- 
out recourse and remits the funds to the 
client at maturity—or to his bank. 

In the event a client finds it necessary 
to draw down funds prior to the matu- 
rity, he may do so at any time after 
shipment, paying 6 per cent annum sim- 
ple interest for the use of the funds 
from the time taken until maturity. 
This has the effect of putting his busi- 
ness on a cash sales basis and permits 
working capital turnover beyond that 
normally obtained. In such an instance 
the factor’s funds likely would be em- 
ployed rather than bank funds; and it 
is possible that the needs here are 
beyond that which a bank would be 
willing to accommodate. 

Textile Banking’s clients have annual 
sales valumes of from $500,000 to $35 
million and represent some 25 diversi- 
fied industries. 

Old line factor. Many bankers associ- 
ate factoring with lending on accounts 
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Modernized main office 


receivable. While it may sound like split- 
ting hairs, that is actually commercial 
financing—and Textile Banking’s func- 
tion is referred to as “old line” factor- 
ing. One of the collateral benefits of 
the service is that of strengthening the 
customer’s balance sheet. By purchasing 
the accounts for cash, liquidity is im- 
proved. Where the cash is used to re- 
duce liabilities, the current ratio is 
improved. 

Fast growing companies often find it 
difficult to regularly clean up bank 
loans. As volume grows so does the 
total of accounts receivable. This could 
call for more, rather than less funds. 
Textile Banking stands ready to ad- 
vance funds to clean up a client’s loan 
and permit him to stay out for 60 days 
or so, if he wishes. 

Its clients are located all over the 
country. To service them with prompt 
credit service Textile Banking has es- 
tablished subsidiary units in St. Louis 
(Southwest Texbanc, Inc.) and Los 
Angeles (Pacific Texbanc, Inc.). Be- 
cause of the generally small size of in- 
voices to the retail trade, it has a sepa- 
rate unit in New York known as “T.B.C. 
Associates, Inc.” to serve Eastern Sea- 
board manufacturers selling retailers. 


Credit-checking facilities are core of operation 
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POCKET STYLE 
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ng and addressing 
of receipt, 

















CARBONIZED 
STYLES 

to provide your 

customers witha 

detailed record of 

mail deposits, 


ww 


TAILOR-MADE 
STYLES 

for use with spe- 

cial deposit slip 

sizes and con- 

struction, 


ORIGINAL ONE-PIECE UNIT with deposit 
slip, receipt and mailing envelope. 


All NEW styles retain the original features 
of the one-piece bank-by-mail units. 





Clip this coupon to your letterhead. 
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1000 UNIVERSITY AVE., ST. PAUL 4, MINN. 
Please send samples of: 

C) POCKET STYLE (C0 CARBONIZED 

C) TAILOR-MADE [] ORIGINAL ONE-PIECE UNIT 
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The Mortgage Outlook: Sharp Competition for Available Funds 


By George W. Warnecke 


President, George W. Warnecke & Co., Inc. 








The many construction projects which 
will be submitted to bankers and other 
lenders for mortgage loans during the 
first years of the new decade must be 
evaluated economically from more than 
one point of view. 

On one hand, the continued high rate 
of new construction reflects a healthy 
economic climate, in which expanding 
business has created record demands for 
space, and in which a prosperous popu- 
lation requires ever greater living, 
shopping, and service facilities. 

Taking another view, it can be seen 
that many of these projects will never 
leave the drawing board stage if the 
men behind them fail to take into 
account the highly competitive mort- 
gage market of today. 

Money today is tight, and the pros- 
pects are for a continuation of that 
condition. This is not to say that the 
nation’s lending institutions cannot, or 
will not, be able to finance many vast 
projects in the coming years. Ample 
amounts of lendable money are ready 
and waiting for builders and promoters 
with sound projects. 

Wise builders recognize that  in- 
vestors, as well as tenants, have a 





Henderson House, New York City 
Modernity: key lending axiom 


strong right to demand the greatest 
quality and suitability in their accom- 
modations, whether for commercial, in- 
dustrial, or residential purposes, now 


that the space shortage has passed into 
history. To be sure, new buildings and 
facilities of all kinds are still being 
called for, and this need will continue, 
with new building construction remain- 
ing one of the best investment oppor- 
tunities to be had. 

However, the builder who erects, or 
the lender who finances, a building or 
development which does not meet or 
surpass all modern standards of con- 
venience, quality, and finishing is today, 
more than ever, asking for trouble. 

A safe and profitable investment can 
only be secured through a painstaking 
study of the projected building’s poten- 
tial. If, for example, the property is to 
be an office building, is the rentable 
space divided with sufficient flexibility 
to suit the varying needs of diverse 
tenants? Is the building planned for a 
desirable business neighborhood with a 
future unmarred by prospects of prop- 
erty value decline? Are all details of 
finishing, such as elevators, lobbies, and 
the like designed to attract reliable 
tenants who will be willing to pay sub- 
stantial rentals? 

In considering a loan for an apart- 
ment house, the banker must ask: Is 
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reach immediately into California, Oregon and 
Washington, covering all your Western trans- 


actions with one account in this one bank. 
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TACOMA, Washington * HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 
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Apartment house, 501 E. 79th St., NYC 


Flexibility also a factor 





the site of the building one which pro- 
vides convenience to shopping, schools, 
the business district, and entertain- 
ment? Will tenants have sufficient room 
area to permit desirable furniture 
arrangement? Are lobbies and public 
hallways being designed by competent 
decorators? Are kitchens and bath- 
rooms equipped with the finest appli- 
ances and fixtures? 

The answers to these and many other 
questions hold the key to the success 
or failure of an apartment project, and 
the lender must make sure that those 
answers are the right ones. 

Industrial building. This, too, must be 
of the right type if a mortgage lender’s 
investment is to be secure. The proper 
location of the proposed plant or factory 
in an area which provides good trans- 
portation, access to necessary raw ma- 
terials and supplies, and proximity to 
a concentration of the right kind of 
skilled labor is vital to successful oper- 
ation. The choice of the most appro- 
priate kind of building for the type of 
industry to be housed must also be 
made, and the plant must be versatile 
enough to adapt to other industries in 
the event the original tenant must re- 
locate in the future. 

Making sure of such details in all 
fields of construction will, in many 
cases, add to the original construction 
outlay and necessitate a larger mort- 
gage. But the builder and lender who 
begrudge this expenditure (usually no 
more than five per cent of the planned 
building cost) are making a_ serious 
error. 

Both borrower and lender do well to 
submit the projects they are offering or 
considering to a mortgage expert who 
is in constant touch with trends in 
building, renting, and money avail- 
ability. In this way, builders can obtain 
better presentation, and lenders need 
consider only those projects which have 
been already investigated as to their 
potential. Consequently, it is possible 
to arrive at loan arrangements which 
will lead to a successful, self-support- 
ing, and income producing building 
when the project is completed. 
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..commercial credit Baltimore 2, Maryland. 









Like an airliner, a business transaction isn’t worth 
much until it’s completed . . . when the invoice is 
paid. After your customers have made the sale 
and the shipment, AMERICAN CREDIT INSURANCE 
helps them finish the job . . . completes their profit 
cycle . . . protects their capital investment in 
accounts receivable. 


The one thing that permits deeper market pene- 
tration is security . . . the security of commercial 
credit insurance. AMERICAN CREDIT INSURANCE 
facilitates sales progress . . . helps companies add 
more new customers, sell more to present cus- 
tomers . . . by elevating lines of credit with 
security and stability. 


AMERICAN CREDIT INSURANCE increases your 
collateral on commercial loans. Your bank should 
be included as the named insured. 





To extend market penetration and profit 
protection...recommend American 


Credit insurance 


Available through insurance agents 
... or our local office. Send for 
informative booklet on the advan- 
tages of modern credit insurance to 
bankers. Write AMERICAN CREDIT 
INDEMNITY COMPANY of New York, 
Dept. 49, 300 St. Paul Place, 
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Member of the Federal Deposit Insurance Corporation 














‘Loday 
more than ever 


the banker’s bank 
in New England 





HEAD OFFICE: 67 Milk St., Boston, Massachusetts — Branch Offices throughout the City 
Represented in New York by The First Bank of Boston (International), 2 Wall Street 
Overseas Branches: In ArGENTINA — Buenos Aires, Avellaneda and Rosario « In Brazit — 
Rio de Janeiro, Sao Paulo and Santos « In Cusa — Havana, Santiago, Cienfuegos and Sancti Spiritus 
In Evrops — Representative Office: 146 Leadenhall Street, London, E. C. 3, England 
Correspondent banks throughout the world 


Personal and Corporate Trust Service through our Allied Institution: Old Colony Trust Company 
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BANKING NEWS: 








Bankers Mark 50 Years 
of Instalment Credit 


Over 1,800 bankers flocked to Chicago 
last month to mark the 50th anni- 
versary of instalment credit as a com- 
mercial bank lending activity. The 
occasion was the National Instalment 
Credit Conference, sponsored by the 
American Bankers Association, which 
was held at the Conrad Hilton Hotel 
from March 21 to 23. Bank executives 
from 49 states, the District of Colum- 
bia, and Canada were in attendance. 

With instalment credit outstandings 
currently pushing the $40 billion mark, 
bankers attending the conference looked 
back on the experience gained during 
the past 50 years, and also took a long 
look ahead at future operations in the 
financing of consumer goods. 

As expected, the two newest forms of 
instalment credit, charge account bank- 


ing and check credit, came in for their - 


share of both praise and criticism. But 
the primary interest of this year’s 
session was a reappraisal of the con- 
Sumer credit creed and standards of 
practice. Two subjects which came up 
for major consideration were bank 
credit policies in general and the prob- 
lem of keeping the consumer in a sound 
financial position. 

Douglas bill. Full disclosure of the 
costs of borrowing also was discussed 
in detail, with special emphasis placed 
on the bill currently before the Senate 
which would make it mandatory for all 
loaning institutions to state the cost of 
all types of loans. Sponsored by Senator 
Paul Douglas, Illinois Democrat, the 
bill was highly criticized by Thomas C. 
Boushall, chairman of the Bank of 
Virginia, Richmond. 

Mr. Boushall reflected the thinking 
of the banking industry as he pointed 
out that bankers agree with the objec- 
tive of the Douglas bill, but that 30 





Legislative Milestone 


Just at presstime comes word that 
a five-year bank legislative battle in 
New York State has culminated in pas- 
sage of a bill which financial commen- 
tators see as having wide significance, 
in that it may set somewhat of a pat- 
tern for other states having branching 
restrictions. 


The new legislation, signed by Gov- 
ernor Nelson Rockefeller, permits New 
| York City commercial banks to expand 
| into Westchester and Nassau counties. 
And, it enables mutual savings banks 
under certain conditions to open addi- 
tional branches. 


A more comprehensive report on the 
| legislative milestone will appear in the 
| May issue of Burroughs Clearing 

House, including an analysis of its im- 
plications for New York and out-state 
banks in the years ahead. 
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Breakdown of instalment loans shows total nearing $40 billion 


states have already adopted such meas- 
ures. He questioned the feasibility of 
requiring all financing charges to be 
stated in terms of simple annual in- 
terest. ; 

Keynote address. Somewhat along 
the same lines, Edward J. Frey, chair- 
man of the A.B.A. Instalment Credit 
Commission, urged bankers in his key- 
note address to take a more active part 
in legislation affecting their business. 
Pointing out that many state laws fail 
to meet present-day financing require- 
ments, Mr. Frey, who is president of the 
Union Bank and Trust Company, Grand 
Rapids, Michigan, said that this is the 
opportune time to stress participation. 

The question of whether the amount 
of instalment credit currently outstand- 
ing was too large was discussed by 
Carl A. Bimson, A.B.A. vice-president, 
and president of the Valley National 
Bank, Phoenix, Arizona. Mr. Bimson 
said that the current $40 billion in 
outstandings is important only as it 
relates to disposable income, or to con- 
sumer expenditures. 

“In 1949, for example,” he said, 
“instalment credit outstandings were 
equivalent to 6.4 per cent of all con- 
sumer spending. By 1955 this had in- 
creased to 11.3 per cent, and the latest 
figures available show 12.8 per cent, 
which is only a slight gain from 4 
years ago.” 

Same picture, “Repayments show 
much the same picture,” he added, “be- 


ing equal to 8.6 per cent of the total 
consumer expenditures in 1949; 13.1 
per cent in 1955; and 14.1 per cent in 
1959. These figures show the impor- 
tance of deferred monthly payments to 
the nation’s economy.” 

In his position as chairman of the 
A.B.A.’s Committee for Economic 
Growth Without Inflation, Casimir A. 
Sienkiewicz, had some words of caution 
for loan officers. Mr. Sienkiewicz, who 
is also president of the Central-Penn 
National Bank of Philadelphia, Penn- 
sylvania, said that consumer credit can 
be both a Dr. Jekyll and a Mr. Hyde. 
He paid particular attention to check 
credit and charge account banking. 

“It seems to me,” he said, “that we 
ought to scrutinize these innovations 
searchingly before we get too deeply 
involved in them. We need to satisfy 
ourselves that they don’t violate tradi- 
tional standards of sound bank lending, 
and that they are not at variance with 
sound monetary and credit policies.” 

He urged bankers to erect additional 
safeguards against future business de- 
clines by conducting both their private 
and public affairs with foresight and 
circumspection, and observing time- 
tested principles closely. At the same 
time, Mr. Sienkiewicz said that exten- 
sion of credit controls by the govern- 
ment would be an infringement upon 
the banker’s freedom of choice and 
would prevent him from running his 
business in the way that his training, 
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experience, and knowledge of local con- 
ditions indicate. 

“If total volume of credit is adjusted 
by the monetary authorities to the 
legitimate needs of the economy, a free 
banking system is capable of allocating 
that credit to those borrowers who will 
use it to best advantage,” he added. 

Customer equities. The importance of 
down-payments and consumer equities 
in the decade ahead were stressed by 
L. Walter Lundell, chairman of the 
Universal C.I.T. Credit Corporation. “It 
is my personal belief,” Mr. Lundell 
said, “that down payments should be 
firmed up and more attention paid by 
all of us to collateral values and cus- 
tomer equities. If we do this, we will be 
acting in the long-run best interest of 
the industry, the public, and the entire 
credit structure.” He also urged his 
listeners to resist the temptation to 
sacrifice long range soundness for short 
range gains. 

A mythical bank of the future was 
pictured by Peter E. Schruth, vice- 
president and advertising director of 
the Saturday Evening Post. Mr. 
Schruth used the mythical bank to 
show bankers why they should get back 
into what he called the control of 
money. 

He foresaw the time when a young 
executive will have his pay check sent 
directly to his bank and the bank in 
turn will pay all of his bills. The pay- 
ments would include mortgages, insur- 
ance premiums, loans, and _ savings 
deposits. At the end of the month, the 
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Signs of distinction, in excellent 
taste—from desk name plates to 
building facade letters. The 
impressive creations of U.S. Bronze 
serve the country’s leading banks. 
Yet the cost is modest. Write today 
for catalog and full information. 


UNITED «. 
OSB B55. Se 
Sign Co., inc. - Service. 


Dept. BC, 101 W. 31st St., New York 1, N. Y. 
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Bull sessions were good way for exchanging ideas on credit policies 


bank would send a statement to the 
customer, showing him exactly where 
he stood, that is, how much he was 
spending, and whether he could afford 
to spend more. 


“In this way,’ Mr. Schruth said, 
“commercial banks can greatly expand 
the use of consumer credit while still 
exercising a healthy check on it. If the 
bankers can control money through 
advice, they can safely extend con- 
sumer credit, knowing that their cus- 
tomers are adequately protected 
through savings and proper amounts of 
insurance.” 

One of the outstanding highlights of 
the conference was the presentation of 
a plaque to Arthur J. Morris, the origi- 
nator of instalment credit financing. 
Mr. Morris founded the Fidelity Sav- 
ings and Trust of Norfolk, Virginia, in 
1910 for the express purpose of employ- 
ing savings deposits for personal loans 
which were to be amortized on a regular 
basis. This was the first of the Morris 


Plan banks and was the forerunner of ° 


instalment credit as it is practiced in 
most of the nation’s commercial banks 
at the present time. 

The plaque was presented by Carl A. 
Bimson and was inscribed with the 
words, “Presented to Arthur J. Morris, 
chairman, Financial General Corpora- 
tion, on the occasion of the 50th anni- 
versary of his pioneering in 1910 of 
consumer credit in the commercial 
banks of the United States.” 

Early days. In accepting the plaque, 
Mr. Morris reminisced on the early 
days of instalment credit, and predicted 
that during the next 50 years a major 
innovation will be introduced into the 
nation’s schools. He referred to the in- 
telligent use of consumer credit by the 
individual, and said that the founda- 
tions have already been established for 
teaching the management of money and 
credit to qualified students no later 
than the secondary and preparatory 
school level. 

Mr. Morris also advocated an expan- 
sion of seminars which have been estab- 
lished by the School of Consumer 
Banking. “I cannot too strongly urge 
their continued growth and expansion,” 
he said. 

Unlike the National Credit Confer- 


ence, which was held in Chicago earlier 
this year, the Instalment Credit meet- 
ings are considered working sessions, 
where those attending are given the 
opportunity to discuss mutual prob- 
lems, and to exchange ideas regarding 
the latest trends in all types of con- 
sumer lending. 

Thus, the sessions were divided into 
three formal morning meetings, and 
two informal afternoon bull sessions. 
The bull sessions were likewise divided 
into 13 separate meetings, according to 
the outstandings of individual banks. 
The first day’s bull sessions were con- 
fined to discussion of charge account 
banking and check credit, and the sec- 
ond day was concerned more with the 
conventional types of instalment lend- 
ing such as appliances, automobiles, and 
personal loans. 

Credit problems. It was at these meet- 
ings that delegates were given an 
opportunity to ask questions and to 
learn what other banks’ experience had 
been with sticky instalment credit prob- 
lems. With regard to check credit and 
charge account banking, delegates 
learned what could be expected in the 
way of bank profits and also all of the 
factors bank management has to con- 
sider before initiating either of the two 
programs. 

The same held true for the more con- 
ventional loans, such as home improve- 
ment, appliances, automobiles, etc. The 
result was that the delegates came 
away from the meeting with a wider 
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Modern facility of Ist National Bank, Mason City, Iowa 





Landscaping sets off El Dorado, Texas, building 


Night photographs dramatize design techniques currently prominent in drive-in bank construction 


knowledge of their responsibilities both 
to their banks and to their customers 
who borrow money. 
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New Television Show 


Something new in television fare is 
being offered viewers by the Detroit 
(Michigan) Bank and Trust Company. 
The bank is sponsoring a weekly tele- 
vision series which is based on the 
eareers of successful businessmen. 
Entitled “Sweet Success,” the program 
spotlights careers of leaders in fields 





Discussing “Sweet Success”’ 


ranging from publishing, manufactur- 
ing, and real estate to food processing, 
architecture, and hotel management. 

The programs are produced and 
directed by Jack Douglas, who has won 
national acclaim for other shows. 

In commenting on the show, Raymond 
T. Perring, bank president, said that it 
demonstrates the opportunities for re- 
warding careers that are possible in a 
free enterprise system. Shown discuss- 
ing the series, in the picture above, are: 
(left to right), Mr. Perring; Milton H. 
Bell, assistant cashier and director of 
advertising for the bank; C. H. Hewitt, 
executive vice-president; and James 
Schiavone, Detroit TV station manager. 
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Greater Accessibility 

The two dramatic night photographs 
above are further evidence of new de- 
sign techniques aimed at increasing the 
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accessibility of drive-in banking facil- 
ities. 

At right is the beautifully-landscaped 
building of The Walnut Valley State 
Bank, El Dorado, Texas. Both drive-up 
and walk-up windows are provided in 
the installation. The air-conditioned 
lobby includes a check writing desk and 
telephone. At the left, the starkly- 
modern ist National Bank of Mason 
City, Iowa, offers two drive-in windows 
and two windows in the building’s lobby. 
Huge illuminated bank symbol identi- 
fies parking lot office from many blocks 
away. 
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National Conference Set 
On Bank Automation 


Some 200 bankers from throughout 
the United States and Canada are 
expected to attend the first National 
Conference on Banking Automation 
which will be held in Detroit, Michigan, 
next month from May 10 through May 
12. Sponsored by the Detroit Research 
Institute, the conference sessions will 
be held at the Detroit Leland Hotel. 

The conference will consider the 
impact of magnetic ink character rec- 
ognition (MICR) on all bank account- 
ing procedures. The objective of the 
program is to give bank management 
an understanding of the potentials of 
automation and also the costs that are 
involved. 

Some of the topics that will be cov- 
ered at the conference are: system 
planning, determination of objectives, 
and conversion scheduling. The program 
will also cover the vital areas of con- 
trols, auditing, and public relations. 

All sizes. Part of the first day’s 
session will be devoted to the problems 
of automation in small, medium, and 
large-size banks, A talk on co-operative 
data processing centers will be featured 
at the small bank meeting. Other talks 
are planned on document printing, both 
on and off premises; the processing of 
bank documents; and sorting, convert- 
ing, and computer processing. The 
processing and account numbering of 
“on us” items, and the future of bank 
automation are also on the conference 
agenda. 

Among the speakers on the program 
are Howard P. Parshall, president of 
the Bank of the Commonwealth, 


Detroit; Raymond C. Kolb, vice-presi- 
dent, Mellon National Bank and Trust 
Company, Pittsburgh, Pennsylvania; 
and Ford U. Steele, vice-president of 
the Central National Bank, Cleveland, 
Ohio. Malcolm H. Gibson, president of 
NABAC, the Association for Bank 
Audit Control and Operation, will give 
the initial address at the meeting. Mr. 
Gibson is vice-president and cashier of 
the Citizens Bank of Sheboygan, Wis- 
consin. 

Representatives of the various busi- 
ness equipment manufacturing com- 
panies will also appear on the program. 

Cost of the conference is $125 per 
person. The price includes the cost of 
lunches and a bound volume of the 
conference proceedings. Further infor- 
mation may be obtained from Dr. Arvid 
W. Jacobson, executive director, Detroit 
Research Institute, 10 West Warren 
Avenue, Detroit 2, Michigan. 
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Millionaire Contest 
Sparks Branch Opening 

An unusual contest helped to spark 
attendance at the grand opening of the 
Arlington Trust..Company’s new drive- 
in branch in Methuen, Massachusetts. 
Over 3,500 people registered for the 
bank’s “Be a Millionaire for a Week” 
contest. The winner was awarded $575, 


Contest creates enthusiasm 
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Kansas storage facility located in old salt mine 


Eastern banks store records at Pennsylvania site 


Bankers show renewed interest in emergency planning with duplicate bank record storage 


which is the equivalent of one week’s 
interest on $1 million. 

Shown at the drawing in the photo on 
page 21 are (left to right), Tom Long- 
worth, bank vice-president; William 
Quinn, chairman of the Methuen Board 
of Selectmen; and John Begley, man- 
ager of the Methuen office. 
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Underground Storage 


Renewed interest in emergency stor- 
ing of bank records is evidenced in the 
announcement by two banks that they 
have acquired underground storage sites 
for the safekeeping of duplicate records. 











y/ For manual sorting 
7 _/ & OUT OF 10 CHOOSE 


Even in the electronic age, 8 out of 
10 of the country’s leading banks 
standardize on Kohlhaas for man- 
ual sorting. Thousands of smaller 
banks, using electronic or standard 
posting equipment, rely heavily on 
inexpensive manual sorting, and 
with them also, Kohlhaas is an 
odds-on favorite. 


Let Kohlhaas simplify your sorting 
problems. See your dealer or write 
for illustrated literature—11 varie- 
ties of Numerical Sorters, 50 varie- 
ties of Alphabetical Sorters. No 
obligation. 
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THE Koklhaas COMPANY 
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The Kansas State Bank of Wichita 
has leased vault space from Under- 
ground Vaults and Storage Company, 
Incorporated, in Hutchinson, Kansas. 
The site was recently opened in an 
abandoned salt mine which is 650 feet 
below the surface. 

Duplicate microfilmed reels of the 
bank’s transactions are shipped to the 
storage site. In addition, the bank plans 
to transfer its inactive files and records 
which it is required to keep to the 
underground location. 

Harold Miller, bank vice-president 
and cashier, noted that the temperature 
and humidity conditions in the salt mine 
conform to the recommendations for 
preservation of microfilm, thus assuring 
both the protection and preservation of 
bank records. 

The National City Bank of Cleveland, 
Ohio, has acquired a storage vault 
which is located 225 feet below a Penn- 
sylvania mountain. John S. Fangboner, 
bank president, said in a letter to cus- 
tomers that National City Bank is the 
first commercial bank in Cleveland to 
obtain underground, bombproof storage 
facilities. 

The vault is part of an 80-acre 
worked-out limestone mine at Boyers, 
Pennsylvania, about 80 miles northeast 
of Pittsburgh. The site is operated by 
National Storage Company. 

Mr. Fangboner said that with the 
safe storage facilities, banking opera- 


| tions could be restored within a few 


hours of any catastrophe and that the 
entire operation of the bank could be 
reconstructed within 60 days. 
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Forty Bankers Attend 
Civil Defense Course 


In what is reported to be the first 
operation of its kind, four competitive 
financial organizations worked on a 
cooperative basis on a civil defense 
course designed exclusively for bankers 


| and other financial officers. The associa- 


tions are: the Massachusetts Bankers 


| Association, Inc.; the Savings Banks 
| Association of 


Massachusetts; the 
Massachusetts Co-operative Bank 
League; and the Savings and Loan 
League of New England. 

Each organization contributed one 


member to a Civil Defense Advisory 
Committee Representing Banking. 
Chairman of the committee was Fred- 
eric J. Edmonds, assistant manager, 
Control Division, First National Bank 
of Boston. A series of meetings pertain- 
ing to emergency planning was held by 
the committee prior to a two-day course 
on civil defense which was held last 
month at Topsfield, Massachusetts. 

Forty bankers attended the sessions, 
where they were given practical infor- 
mation and training in what to do for 
protection against nuclear attack and 
major peacetime disasters. Subjects 
covered included radiological warfare; 
Federal Reserve Bank planning; and 
protection of vital records. In addition, 
a panel discussion on emergency plan- 
ning was held. 

Other committee members were Ed- 
ward R. Tufts, representing the Massa- 
chusetts Bankers Association; Carter K. 
Ruggles, representing the Savings and 
Loan League of New England; William 
H. King, representing the Co-operative 
Bank League; and Arthur L. Symonds, 
of the Savings Bank Association. 
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Now It’s Banks 
For Whom the Bells Toll 


George Schulmerich, the inventor of 
the electronic carillon, whose factory at 
Sellersville, Pa., has turned out sub- 
stantially all the 6,000 “bells” of this 
type now in operation in the United 
States, reports that banks and savings 
and loan associations were accounting 
for the most spectacular of his sales 
gains in the non-church area. They have 
found these “carillonic bells” one of the 
best of community service features they 
could provide, with consequent great 
public relations value, at a first cost and 
continuing maintenance expense that is 
low. 

Last year bell installations of this 
type were purchased by 70 commercial 
and savings banks and savings and loan 
associations, a number double the 1958 
sales and the sales curve still is rising. 

Cost of an average installation of 25 
bells is around $5,000 with maintenance 
cost under $150 yearly, plus whatever 
is paid players. Anyone who can play 
an organ can operate the bell carillon 
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IS THE PUBLIC’S IMAGE OF YOUR 
BANK RETARDING YOUR GROWTH? 


You may have the finest bank in the 
world, offering every conceivable type 
of banking service . . . but does the 
public know it? ™ Assuming the public 
does know, how do people feel toward 
your bank? What is their attitude toward 
doing business with you... in every 
department? @ These are vital ques- 
tions. The answers to them can deter- 
mine a bank’s status in the community 
it serves, its earnings and its future 
growth. ™@ The A. J. Wood Research 
Corporation has determined the an- 
swers to these questions, and many 
more, for leading banks all over 
America. We call it ‘“‘Image Research” 
...and it pays off in new concepts, new 
outlooks, new profits and new growth. 











The specialized services of the A. J. Wood Research 
Corporation are unique in the banking world. We 
have completed studies for more banks and their 
associations than any other research organization in 
the country. These banks have ranged in size from 
total deposits of less than $10 million to more than 
a billion dollars. 





Because of the broad experience gained in working 
with banks, and the special techniques we have de- 
veloped for getting results, the A. J. Wood Corpora- 
tion has become widely recognized as ““The Bankers 
Researcher’’. 





Each research study is tailored to your individual 
requirements to provide a clearer perspective on 
where you stand in your market, your “‘image’’, your 
customers’ attitudes and opinions, your advertising 


effectiveness, and your business development needs. 





We will be glad to visit your offices to discuss your 
own situation at any time that suits your convenience 
. . . Without obligation on your part. 


Please address your letter to... 


Albert J. Wood, President 

A. J. Wood Research Corporation 
42 South Fifteenth Street 
Philadelphia 2, Penna. 


We are prepared to serve you in any of the following areas: \mage and Attitude Research +» Correspondent Banking «+ 
Branch Location Studies » Businessmen’s Surveys + Advertising Research « Special Problem Research: Interest Rates, 
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DON’T MAKE 
A MOVE 
until you see 


RAND MCNALLY’S 
CHRISTMAS CLUB 


materials! 


Compare, please, before you buy. 
See our complete line of 
Christmas Club promotional 
materials, many in full color, all 
printed with true Rand M¢Nally 
quality. Look over our coupon 
books, checks, ad mats, shopping 
lists, record-keeping cards and 
ledgers. All yours at the best 


competitive price, thanks to the 


fe 


j large volume and high 
efficiency of Rand M¢Nally’s 


printing facilities! 





GOT 
f/{ |_\ \-i 
OTS 
cum 
NGG ws 7, 
QO 


Sie \) 






Write today to Rand M¢Nally & Co., Christmas Club Division, 
40S Park Ave., New York 22 or Box 7600, Chicago 80. 








Miss Syracuse plays carillon 


but it can also be played automatically 
and in banks it is generally the building 
maintenance man who is in charge of it. 
Institutions with numerous. branches 
can extend the music to them by leased 
wires and ancillary loudspeakers. 

Many purposes. Mr. Schulmerich nat- 
urally can sell only one carillon in a 
given area, for nothing could be more 
dissonant than several going at once in 
a small district, since under favorable 
conditions the bells may be heard 20 
miles away. The bells lend themselves to 
a variety of bank purposes, such as 
ringing the hours, playing appropriate 
music on anniversaries or holidays, or 
weather forecasting by playing such 
tunes as “Stormy Weather” and “Oh, 
What a Beautiful Morning”. They also 
can be tied in with civil defense and 
are more effective and less confusing 
than sirens. A national bank in Ken- 
tucky tied in its bells with Christmas 
clubs and reportedly got 16,000 new 
accounts as a direct result. 

While the average cost of an elec- 
tronic carillon favored by banks is 
around $5,000, they can be had for less 
than $3,000 and for more than $30,000. 
In the latter class is the 61-bell “Ar- 
lington” type which weighs about 100 
pounds. A similar cast bell carillon 
would cost $400,000 and weigh about 
280,000 pounds. 

Miss Mary Jane Snell, Miss Syracuse, 
New York, in 1958, is shown in the ac- 
companying picture at the carillon con- 
sole in the Syracuse Savings Bank. 
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Federal Reserve Study 


Experts from business, universities 
and government analyze our federal 
banking system in a new book edited 
by Herbert V. Prochnow, vice-president 
of the First National Bank of Chicago. 

Titled The Federal Reserve System, 
the study covers the development of 
the Reserve Banks and their influence 
on U.S. economic stability and inter- 
national relations. It interprets the 
Federal Reserve Act of 1913 against 
the events which brought it into exist- 
ence, and traces the workings of the 
system through the years following 
World War I, the depression of the 
1930’s, and the inflationary decade of 
the 1940’s. Primary emphasis of the 
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book, however, is centered on the effects 
of recent Federal Reserve regulations 
on credit control, discount rates, and 
open market operations. 

The 17 contributing authors, all ex- 
perts on various phases of the Fed’s 
operations, present opposing views in 
some instances, but these minor varia- 
tions enable the reader to obtain a 
better understanding of Fed policy. 

Complex problem. As Herbert Proch- 
now points out in his introduction to the 
393-page study, “The System sometimes 
must make decisions without being able 
to make a precise evaluation of the 
magnitude and strength of all the count- 
less and complex forces that determine 
the trend of the nation’s economy... 
Public psychology, political activities, 
inadequate information, and interna- 
tional instability are only a few of the 
many factors that may make decisions 
on monetary policy difficult.” 

The contributing authors have ably 
shown how well the Fed has done in its 
application of monetary policies. 

The Federal Reserve System can be 
purchased directly from the publisher, 
Harper & Brothers, 49 East 33rd Street, 
New York City 16, at $6.50 per copy. 
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Travellers Cheque Program 
Wins Direct Mail Award 


Bank of America, San Francisco, 
California, has won an award from the 




















Part of elaborate explanation of travellers cheque campaign 


Direct Mail Advertising Association 
for a campaign which the bank con- 
ducted last year to promote the sale of 
its travellers cheques. The campaign 
centered around six separate letters 
which related the adventures of a 
mythical Virginia sea captain on a 
trip through the Caribbean in the 
1670’s. 

Each adventure was a cleverly con- 
structed testimonial to the bank’s 
travellers cheques. Each time disaster 
struck the captain he was able to re- 
cover because he had taken a number 
of cheques with him before he started 
his journey. 

The campaign was aimed at 1,800 


banks in the New England area and 
was timed to coincide with the period 
when many New Englanders ordinarily 
take winter trips to the Caribbean 
vacation area. The objective of the 
program was to increase the use of 
the travellers cheques in the 1,200 banks 
already selling them, and initiate their 
use in approximately 600 banking in- 
stitutions where competitive cheques 
were sold. 

The results were gratifying to the 
bank. Shortly after the mailings were 
completed, the bank received 600 letters 
of commendation from New England 
bank presidents who had been on the 
mailing list. Bank of America repre- 
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NEW DURA- ee RIP rowoine COVER 


CUTS CHECK COST! 


Yes, the patented clip takes simply stapled ABA standard check fillers — 
eliminating the need for costly board tongue and stripping. And... the 
covers are made of long-wearing Royal vinyl that cuts replacement costs. 
They're thin... thin... thin—a depositor’s delight, in a wide range of 
colors. They're used by the world’s largest banking systems. Also in 
flat and “personalized”’ styles. Check fillers slip in easily from either 
side. Send for a free sample and your nearest distributor. 


made by Coast Book Cover, 2930 South Vail Avenue, Los Angeles 22, Calif. 
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Asst. Vice-President Asst. Cashier 
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Asst. Vice-President Asst. Cashier 


IN ALL 50 STATES | 


These men offer you 
the finest, full-time 
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These are the 25 men of the Banks and Bankers 





Division of The First National Bank of Chicago. c 

They have but one job—to serve our more than f 

2,000 correspondent banks. 2 
Each man is assigned a specific geographical 

area. Each is well informed and prepared to 

solve the problems of bankers within his territory. t 
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WILLIAM T. DwYER H. STANLEY PICKFORD 
Asst. Vice-President Asst. Cashier 


JOSEPH C. FENNER LAWRENCE J. BERRY H. Ropert GRIDLEY 
Asst. Vice-President Asst. Cashier Asst. Cashier 





LESLIE V. BJoRK ARTHUR F. STAKE 
Asst. Cashier Asst. Cashier 





JouHN K. TULL CHARLES P. ONGENA 
Asst. Cashier Asst. Cashier 





R. GARTH Dunn, JR. ANDREW J. NIELO SOUTH EAST BANK PLANNING 
Asst. Cashier Asst. Cashier AND DESIGN 



















Frep S. FLoyp NEVIN G. BOWSER 


Asst. Vice-President Asst. Cashier CHartes L. MonROE 
C. HucH ALBERS Asst. Cashier 
Asst. Cashier 
’ ‘ SPECIAL 
; Close contact with our ten other commercial SERVICES 





; divisions gives these men a wealth of the latest 
’ financial and industrial information—all avail- 
able for the use of our correspondents. 

] A letter or phone call to the Banks and 
" Bankers Division will bring you more informa- 


tion about our correspondent services. 


Davip R. MAIN 





RAYMOND E. BRUEN 


; National Bank of Chicago 


Dearborn, Monroe & Clark Streets ©@ Building with Chicago since 1863 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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sentatives were also able to arrange 
appointments with New England bank- 
ers who had previously resisted all 
efforts to sell the travellers cheques. 
The bank considers the good will created 
by the campaign to be one of the most 
important results which it achieved. 


Sd o * 


Inter-Branch Competition 


Believing that competition among 
branches would create an incentive for 
branch personnel, the National Bank of 
Commerce in New Orleans, Louisiana, 
recently instituted a Board of Directors 
Annual Award. Under the plan, monthly 
bulletins in the form of a graph are 





issued to show how the eight branch 
offices are progressing. 

The relative standings are then dis- 
cussed at a monthly meeting of branch 
managers. The managers, under the 
program, are required to make at least 
15 calls each month. 

To add interest to the contest, the 
bank obtained a silver trophy which is 
presented to the winner of the contest. 
The winning branch gets to display the 
trophy for the year. 

Because some of the bank’s branches 
have a greater growth potential than 
others, a plan of projecting growth 
potential was devised in order to make 
the competition fair for each branch. 
Thus, a branch was unable to rely on a 
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HYGIENIC 





Foot Comfort 


MATS and RUNNERS 


Fatigue caused by standing on hard floors is 
eliminated when Hygienic Foot Comfort Mats 


are used. They offer restful, relaxing 
support to those who must work stand- 
ing — quickly pay for themselves with 
increased efficiency. Available in 8 
decorator colors with all edges beveled 
for safety and appearance. 












See your OFFICE SUPPLY DEALER 
or write to: Flooring Division, Dept. O 
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THE HYGIENIC DENTAL MANUFACTURING CO. 
AKRON 10, OHIO, U.S.A. 
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HERE'S THE SECRET... 
A beautiful rubber tile flooring bonded 
to a sponge rubber base provides proper 
support without being “mushy.” 























Best branch wins bank trophy 


natural increase in business which 
would have ordinarily occurred because 
it was located in a large growth poten- 
tial area. 
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Free Coffee Makes 
Friends for Bank 


Community Bank, Huntington Park, 
California, is making new friends for 
itself through an unusual arrangement 
with a local restaurant whereby the 
bank provides free coffee for the 
restaurant’s patrons. 

The bank gives the restaurant 250 
of its regular business cards at one 
time. A message stamped on the back 
of the card says: “Today this cup of 
coffee is served to you with the compli- 
ments of the Community Bank.” Cus- 
tomers receiving the cards can use them 
any time, and the restaurant bills the 


| bank at the end of each month at the 


rate of 5 cents per cup of coffee served. 

The bank feels that the free coffee 
is one of the most effective, yet in- 
expensive, good will builders it has had. 
People who before had never been 
inside of the bank speak well of it, and 
some have even become good bank cus- 
tomers. 


* ° e 


Customers Get Tax Tips 
From Bank Bulletin 


As an added service to its customers, 
the Fidelity-Philadelphia (Pennsyl- 
vania) Trust Company has given them 
helpful hints on filing income tax re- 
turns. The February and March issues 
of the Fidelity Bulletin, a publication 
mailed to customers with monthly state- 
ments, carried articles urging tax- 
payers to make their returns early. 

The articles also emphasized that 
taxpayers must include their dividend 
and interest payments in their earning 
statements, and listed a number of tax 
deductible items which many overlook. 
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The revolution in 


dictation starts with 





Stenorette 


Now-—an electronic eraser under your thumb 


Full microphone control on this Stenorette makes your dictation faster, error-free! 


End costly, time-consuming dictation! 


Just one button on your Stenorette 
microphone lets you dictate, backspace, 
review. And, if you say it wrong, erase as 
you say it again right! No embarrassing 
mistakes. No frantic fingering. 


Magnetic tape does it. Stenorette— 
fully transistorized for instant operation— 
is the only machine to use clear, easily- 
corrected, re-usable tape properly. Your 
dictation is error-free—the easiest, fastest 
you’ve ever known. 


Your secretary transcribes faster too. 
Because she doesn’t have to pre-listen for 
errors, she types it right the first time. 


DeJdUR 


GRUNOIG 


April, 1960 


Automatic Voice Control gives her uniform 
playback at all times. No wonder she’s 
happy to say goodbye to outdated discs, 
cylinders and belts! 


No other machine compares in cost, 
quality or features. Just imagine what your 
company can save with Stenorette tape 
alone! And a Stenorette system—coordi- 
nated for dictating and transcribing with 
desk-models in your office, portables in the 
field—costs about half that of othersystems. 


Ask for a revealing 15-minute demon- 
stration in your own Office . . . to learn all 
the amazing facts about the revolution in 
dictation that starts with a Stenorette. 


Stenorette’ 


more DeJur-Grundig Stenorettes are sold in the United States than all other magnetic dictating machines combined. 


Stenorette® » 


COMPANION. 


Fully transistorized, 
portable, powered by 
lifelong rechargeable 
battery. 45 min. 


reel. 
Compatible with desk- $ 50 
model Stenorette. Only 54 


DeJUR-AMSCO Corporation, Business Equipment Div. 
Northern Bivd. at 45th St., Long Island City 1, N. Y. 


Send booklet describing the revolution in dictation oO 
Have your representative call for a demonstration C) 
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Thrift Loans ... A New Approach to Sound Installment Lending 


By John Antrim, Jr. 


Assistant Vice-President, State-Planters Bank of Commerce & Trusts, Richmond, Virginia 








A new instalment lending program 
that encourages the savings habit while 
providing the customer with necessary 
credit has been enthusiastically received 
here. And, since mid-1958, our Thrift/ 
Loan program has developed into one 
of our most constructive lending plans. 
The idea was originally conceived by 
the Bankers Security Life Insurance 
Society, Washington, D.C., and intro- 
duced by them as the “Balanced Pay- 
ment Plan.” With the help of their 
public relations director, Syd J. Hughes, 
we modified the plan and called it the 
Thrift/Loan program. 

The plan combines two other banking 
services with that of an instalment loan. 
In gaining an instalment loan, a cus- 
tomer simultaneously opens a checking 
and a savings account with State- 
Planters. In making an instalment pay- 
ment, he also makes a deposit to his 
savings account. 

In the past, we normally held un- 
secured personal loans to maturities of 
no longer than 18 months. While such 
loans are now on a 24-month basis 
under a Thrift/Loan, the payment, in- 
cluding a monthly credit to savings, is 
no more than an 18-month loan without 
the savings feature. 

There are three basic requirements 
asked of the customer. 

1. He must have a checking account 
or open one with the loan’s proceeds. 

2. He must have a savings account or 
open one when the loan is made or on 
the date of the first payment. 

3. Adequate funds to meet payments 
must be kept in his checking account. 

Simple system. The mechanics of 
setting up a Thrift/Loan are relatively 
simple. As in any instalment loan, the 


applicant’s credit is investigated. He 
signs a note for only the amount he 
needs to borrow plus interest, and the 
note provides for monthly payment to 
the note only. The borrower also author- 
izes the bank to charge his checking 
account for the amount of his loan pay- 
ment plus the amount to be credited to 
his savings account. 

A checking account is then opened 
with the proceeds of the loan. A savings 
account is either opened at the time or 
the borrower signs a signature card that 
is held pending the opening of the 
account with his first payment. The loan 
is then set up and the savings pass book 
and a coupon payment book are filed 
together by due date by the instalment 
loan teller. On payment date, the teller 
posts the pass book and charges the 
customer’s checking account from in- 
structions shown on the coupon. 

If it becomes necessary for the cus- 
tomer to withdraw some of his savings, 
he may do so by obtaining his pass book 
from the teller and making the with- 
drawal .in the savings department. 

Attracts new accounts. In the first 
year of the program, we handled over 
1,000 loans with gross dollar volume of 
over $1 million. More interesting is the 
fact that most of these loans meant 
new checking and savings accounts. 
Over $50,000 in savings resulted from 
our Thift/Loan accounts. 

Before deciding on any geneial adver- 
tising campaign, we agreed to get public 
reaction to the idea at the desks of loan 
interviewers. The idea was so well re- 
ceived during the first two months that 
we began an intensive campaign in 
newspapers, radio and direct mail. The 
response was immediate. Loans totaled 


$80,000 prior to our ad program and 
jumped to $180,000 within a month’s 
time. During the first year, we found 
that volume would grow in direct rela- 
tionship with the amount of advertising 
we conducted on the program. 

At the end of the first year, we 
decided that our newspaper advertising 
should be complemented with an in- 
ternal sales program. Every loan, we 
felt, was a potential Thrift/Loan, and 
the new program should be explained to 
each applicant. A particularly well- 
qualified woman in our business devel- 
opment department was enlisted to head 
up our internal publicity. She used 
every means at her disposal to keep us 
all alert to Thrift/Loan possibilities. 
Daily results were published in our 
daily house organ, and weekly sum- 
maries were sent to each interviewer 
showing amount and number each inter- 
viewer had made. She also made it a 
practice to call four or five different 
interviewers each day with a pleasant 
reminder to make Thrift/Loans. 

With the experience gained by our 
interviewers and our intense promotion 
of these loans, our volume of new loans 
exceeded our fondest expectations. The 
average loan ($960) is also higher than 
an ordinary personal loan since the 
Thrift/Loan feature can be applied to 
any instalment loan. 

To say that we are gratified with 
these results is an understatement. We 
feel that we have offered a valuable new 
service to our customers as well as a 
valuable new source of loans and de- 
posits to the bank. In these days when 
critics claim that instalment credit has 
run rampant, here is one answer to a 
constructive instalment loan program. 


Series of newspaper ads used to help promote both loans and savings among customers 
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NEWEST IDEA 
IN DEPOSITORY 
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DIEBOLD 
POLARIS 


after-hour DEPOSITORY” 


Here is a dramatically new idea in an After- 
Hour Depository! The new POLARIS by 
Diebold brings to your customers the 
convenience of 24-hour banking . . . doés so 
in a stainless steel setting that is fashioned 
to add to the good looks of any bank’s 
architecture. 


And the POLARIS depository combines 
certified security with its smart new styling. 
The Underwriters’ Laboratories label attests to 
the anti-fishing, anti-trapping protection 
embodied in POLARIS depositories, protection 
covering both envelope and bagged 

deposit sections. 
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Available in a wide choice of models including 
flush and recessed types, POLARIS depositories 
by Diebold represent an important forward 
step in customer convenience for your bank. 
We'll be happy to send you illustrated 
literature on POLARIS depositories without 
obligation. Simply use coupon below. 


(eCOnPORATED 





In Canada: Diebold of Canada, Ltd., Toronto 
Ahearn Safe Co., Montreal 


*The term “After-Hour Depository” is a Registered 
Trade Name of Diebold, Inc. 


DIEBOLD, incorporated Depr. B- 28 
CANTON 2, OHIO 

GENTLEMEN: Please send me without obli- 
gation complete information on the new 


POLARIS after-hour depository. 
arm POR A FE 


Oa a On ae diet 


NAME 
BANK 
ADDRESS 


Over, LOO ¢ Yea tf of Lratlt hip CITY _____ ZONE ___ STATE__ 


DIB-815 


April, 1960 31 





sie ses legate 
























































e 
- bs 
: &e ‘ 
% 
es 
i 3 
s 

ee re : Bas 

H, 

& 

9 
& 
ie ¢ 
he: G 
HEE Sag : é 
fuer 
ee 
‘ . Ps 
eg 
as 
Py 
 # 
es 
HR 


of 


we’ provide banking connections 
for correspondents wherever they may be needed. 


* THE FIRST NATIONAL CITY BANK OF NEW YORK, of courses 
Member Federal Deposit Insurance Corporation, naturally 
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Successful Advertising Campaign 





Adopting a key as an advertising 
symbol has opened up innumerable pos- 
sibilities for promotion at the Provident 
Tradesmens Bank and Trust Company, 
Philadelphia, Pennsylvania. The key 
dovetailed naturally with the theme 
“Your Key to a More Abundant Life,” 
which is currently being used to pro- 
mote all the bank’s consumer, com- 
mercial, and correspondent banking 
services. 

The key motif has been particularly 
effective on the consumer service level. 
Thus, the bank has developed Key Check 
Accounts, Key Savings Accounts, Key 
Personal Loans, Key Auto Loans, Key 
Check Credit, etc. All of these key 
services are presented to the public 
as the most effective means to a more 
abundant life. 

To each of its 60,000 checking ac- 
count customers the bank has presented 
a complimentary key chain and a key 
on which the individual’s account num- 
ber is stamped. An attached card ex- 
plains that the key serves as a perma- 
nent reminder of the customer’s account 
number when he is making out deposit 
slips. 

Return to bank. The card also points 
out that in case the key is lost, the 
finder is directed to return it to the 
bank. The key is also useful to those 
bank customers who still have a large 
supply of the old, unnumbered checks 
on hand. 

The bank is also using the key theme 
on brochure covers, wallets, and binders 
for personalized checks. The symbol is 
also found on lobby posters, elevator 
cards, and it was even used on the cover 
of the annual report to inform stock- 
holders of the new campaign. 

Provident Tradesmens has now been 
promoting its key services for one year, 
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Live better by far...own a brand new car 


with a “KEY” AUTO LOAN 


That low, wide and hand Trad “Key” Auto Loans 
new car could join your family are planned to help you live a 
this week or next ... with a_ richer, more comfortable life. 
“Key” Auto Loan from Provident There’s great driving weather 
Tradesmens. Just ask yourdealer ahead . . . enjoy it in that new 
to arrange one with us. Soon car! 

you'll be in the driver's seat .. . 








and be happier there because Live better with these 

you've financed the wisest way “KEY” SERVICES 

in town. from PROVIDENT TRADESMENS 
You benefit from low “Key” + Personal teens + Regular Checking 

interest rates at Provident + Mute Leone Acrounte 

Tradesmens. The terms your * Appliance Loans —* Special Checking 

pew A arranges will slide = ee + Evtete end Trost 

fortably into your budget. Like Services 

all “Key” Services at Provident SSS nae 











PROVIDENT TRADESMENS 


Bank and Trust Company 


Broad and Chestnut Streets, Philadelphia 10, Pa 
19 Offices Serving Philadelphia, Bucks, Delaware and Montgomery Counties 
Member Federal Depoott Insurance Corporation + Member Federal Reeve System 


Hy 


Ad symbol has diverse uses 


ing. The campaign has met with favor- 
able response from old and new cus- 
tomers alike. 

The promotional possibilities have 
also rubbed off on the bank’s staff. Use 
of the key and the abundant life theme 
has stimulated interest among the 
employees and they, along with bank 
management, are most enthusiastic 
about the possibilities which the adver- 
tising campaign presents to the bank 





AS YOU READ THIS... 





MILLION 


READERS OF 

TIME * NEWSWEEK 

U.S. NEWS & WORLD REPORT 
HOLIDAY * NEW YORKER 
NATIONAL GEOGRAPHIC 
SPORTS ILLUSTRATED 

WITH MONEY TO SPEND 

ARE BEING REACHED WITH 
THIS MESSAGE 





and the results have been very gratify- and to the public. 





Key also serves as reminder of checking account numbers 



























Here is your 
PROVIDENT TRADESMENS “KEY” 


. . « with the number of your “Key” 
Checking Account stamped on it! 

We hope you will find it a useful and 
permanent reminder of the 

number of your account when making 

out deposit slips. 

In case of loss, this “key” directs finder 
to “Return to Provident Tradesmens” 
...a helpful essurance that it’s 

possible to recover your keys through 
the bank. : 

Please compare the number on the key with the 
number on your account number card, 

If they do not agree, return 

the key to us and we will issue a corrected one. 


--» DOES YOUR BANK OFFER 
THESE PRESOLD CHECKS WITH 
@ 90% Selling Commission 
@ Choice of Wallet Colors 

@ Free Sales Aids 


THE FIRST 
NATIONAL CITY BANK 
OF NEW YORK 


Member Federal Deposit insurance Corporation 
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Impressive, Functional Quarters Are Opened By Seven Banks 





Building exteriors point up varying design ideas, uses of different construction materials 














included in this new building as the American National Bank and 
Trust Company looks ahead. Old brick and iron lacework blend 
with modern treatment of porcelain panels and vertical louvers 
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Pascagoula, Miss. This four-story ultra-modern 

building is the new home of the Pascagoula- 

Moss Point Bank. Automatically-operated sun 
louvers, unusual sign are building features 





4 


Columbus, Ohio. Floor to ceiling windows topped with panels of 
mosaic tile highlight the new East Broad Street office of The City 
National Bank & Trust Company. Off-street parking and three 
drive-in windows are additional conveniences of the new building 





Green Bay, Wisc. Textured stone contrasts with 
large spans of glass in the new home of the Bank 
of Green Bay. New building provides 11,000 
square feet of floor space, modern furnishings 





Corpus Christi, Texas. Polished red Texas granite covers the first 

floor of this large two-story home of the Corpus Christi State 

National Bank. The 60,000 square foot structure has an attached 
garage for 250 cars, and six drive-in teller windows 





Sw 
' 
Baldwinsville, N.Y. The new Baldwinsville office of the Merchants Utica, N.Y. The words massive and modern H 
National Bank & Trust Company of Syracuse features a wide might well describe the new 4%-story quarters } 
building overhang serving the sidewalk to the parking area and of The Oneida National Bank and Trust Com- i 
two entrances. Field stone and brick form the modern exterior pany. Limestone frames large window areas L 
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with 
dollars 
tight, 
are some 
of your 
customers 
eyeing 
new sources 
of cash? 





New Brochure Shows How a Heller 
Creative Financing Plan May Help 
You Help Customers, and Make 
Profit, Too. 


Sometimes when you must reject a busi- 
ness loan, you lose the customer. When 
you refer a customer to Heller for finan- 
cing, you still may hold that customer and 
his deposit balance. Banks refer applicants 
to us because we help such customers 
grow... and when they outgrow our serv- 
ices, we refer them back to their bank. Loan 
officers are better prepared to counsel 
with our new brochure in hand. Ask for 
“Heller and Its Relationship With Banks.” 


One billion dollars 7 annually for industry 


WALTER E. HELLER & COMPANY 


105 W. Adams St., Chicago 90 ° 342 Madison Ave., New York 17 
9141 E. Jefferson Ave., Detroit « Fulton National Bank Building, Atlanta 
Walter E. Heller & Company of California, 849 S. Broadway, Los Angeles 14 





Walter E. Heller & Company, 105 W. Adams St., Chicago, Illinois, Dept. BCH-4 


Gentlemen: ([ Please send me your brochure “Heller and It’s Relationships with Banks."’ 


Your Name Title 


0) Have Heller executive call on me. 





Bank 
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Address City 


Zone State 
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Every 
2minutes.. 


...a seller sells, a buyer buys in the big, high-speed government 
bond market at the Continental Bank 


We’re one of the largest and most active primary markets for U. S. Government Bonds 
in the world. Every two minutes, here at the Continental, a transaction is completed. 

Phone us to sell, and chances are the sale will be made before you hang up. Phone us 
to buy, and we’ll probably have what you want right at hand, or certainly very close by. 

Our correspondents use this market freely. So do their customers. Why don’t you? Just 
phone the Continental—STate 2-9000, Chicago. 


CONTINENTAL DLLINOIS 


NATIONAL BANK AND TRUST COMPANY OF CHICAGO Member F.D.I.C. 
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CHARTING THE PROGRESS OF PENINSULA STATE BANK 
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CAPITAL STRUCTURE 
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LOANS AND DISCOUNTS 
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Through successive sales of additional stock, the bank has matched rapid deposit growth 


OUTPACING ITS AREA 





PATTERN OF BANK PROGRESS 


Portrait of a suburban bank that is doing an all-around fine 
management job....and reaping the results as a success story 


HEN our bank first opened for 
business, May 1, 1951, we had 
two officers, two tellers, a sec- 
retary, a bookkeeper, a janitor, for 
whom the writer doubled on occa- 
sion, and deposits of $360,525. To- 
day, some nine years later, we have 
seven officers, 15 tellers, total per- 
sonnel of 71, full-time janitor service 
and deposits of $13,336,518. 
Our bank is located in what was 
a rural section of Tampa at the time 
of our organization. It is known as 





SEE COVER: Supervisor of new 
business development department, 
Lem P. Woods, Jr., (right), dis- 
cusses an early 1960 advertisement 
citing Peninsula State’s growth 
with President Woods and Mrs. 
Idona S. Denny of the bank’s ad- 
vertising committee 





April, 1960 


By 
LEM P. WOODS 


President, Peninsula State Bank, 
Tampa, Florida 


the Interbay Area and is located on 
a peninsula between Old Tampa Bay 
and Hillsborough Bay on the Gulf of 
Mexico. 

At the time we opened, the neigh- 
borhood had a total population of 
some 30,000. Our new bank was 
pretty much out in the open. Across 
the street, to the west, was a pioneer 
supermarket. Across the street, to 
the north, was a pasture lot in which 
three horses grazed. Now, the super- 
market has become a shopping cen- 
ter, new business places have filled in 
the open spaces, many new homes 
have been built, the horses have gone 
and our area population has passed 


100,000. We have had nine busy years. 

It would be natural to expect that 
our bank would grow as the area de- 
veloped, even without much effort on 
our part. But the point that gives 
us a story to tell, we believe, is the 
fact that our bank has grown at a 
much faster pace than the area. 
Where population is three and one- 
half times as great as when we 
moved in, the bank’s deposits are 
some 37 times as great. 

Nor have we been entirely without 
the companionship of other financial 
institutions in the area. Along the 
way we have been joined by two other 
banks, two savings and loan associa- 
tions and a much larger number of 
loan companies. 

Such success as our bank has en- 
joyed is undoubtedly due to several 
factors, which we are glad to discuss. 
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and Wages 








Interest on | | 


Other Operating 
Expenses 
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Mark of successful management ... a healthy profit return 


First of all, we were blessed with an 
extremely capable organizing group, 
the men who constitute our board of 
directors. They are men of broad 
business and financial experience. All 
head their own firms. Five are indus- 
trialists. Among the others is an at- 
torney, an insurance man, an invest- 
ment man, a realtor, an architect and 
a C.P.A. For the first two years the 
group, including the president, 
put in many hours without compen- 
sation. 

Our board was, and is, a dedicated 
group. It has steadfastly followed a 
set of objectives that could be stated 
thus: The aggressive development of 
the bank’s business. The operation 
of a sound bank. The willingness to 
* spend money to improve the bank’s 
services. The willingness to spend 
money for research and for exploring 
new and modern ideas in banking. 
And, last but not least, the building 
of an alert and responsible staff. 


The board meets once a month, and 
it is noteworthy that attendance at 
meetings has been practically 100 
per cent throughout. An agenda is 
prepared in advance of each meeting 
and has been found as effective in 
conserving time in our bank as in 
larger institutions. 

Members of the board likewise 
serve on committees. Two of these, 
the executive committee and the loan 
committee, are changed every three 
months. Two others, the examining 
committee and the building commit- 
tee, have terms of one year. 

One of our first projects, while the 
board was still serving as an organiz- 
ing group, was the development of 
plans for our bank building. We 
looked ahead in our planning to the 
extent that we had rentable space at 
the outset sufficient to house an elec- 
tric appliance store and the district 
offices of one of the big oil compa- 
nies. It soon developed that we had 


failed to look ahead far enough. 
Within 18 months we began taking 
over this rented space, in our first 
expansion program. We have now 
gone through our second, third and 
fourth such programs and are look- 
ing ahead to the fifth enlargement. 

Our present banking floor contains 
two new account desks, eight teller 
windows, a safe deposit department 
with six coupon booths for customers, 
two loan payment windows, for both 
installment and mortgage loans, a 
section for taking installment loan 
applications, an officers’ platform, 
and the president’s office. 


EHIND our banking room on the 

main floor is our new business 
department, our auditing department, 
our credit files department, and stor- 
age room. On the second floor, much 
of which was built in our 1959 expan- 
sion program, is our first regular di- 
rectors’ room, our bookkeeping de- 
partment, an. employees’ lounge, a 
records retention room, and our tele- 
phone switchboard overlooking the 
banking floor. Outside the bank, we 
have parking space for 100 cars, four 
drive-in windows currently servicing 
some 9,000 cars a month, and a walk- 
up window. Other facilities provide 
for our receiving 4,000 drop-in de- 
posits and 3,500 mail deposits a 
month. 

Throughout, we operate on the 
theory that we should go completely 
out of our way, and not hesitate to 
spend money soundly, to provide con- 
venient service. We dislike very much 
to see long lines of customers wait- 
ing, either on the banking floor or at 
the outside windows. 

All of our officers, including the 
writer, spend almost as much time 
on the floor as at their desks, ready 
to help with banking problems, little 


In its physical facilities, as in other directions, the bank is modern and progressive 


Up front, emphasis is on fast lobby service 








The past year saw many improvements in operations 
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as well as big. As an example, a 
widow stopped in recently to open 
a moderate checking account for an 
estate, though we do not have a trust 
department. Instead of suggesting 
that she obtain the appointment 
papers and the proper signature form 
from her attorney and then return 
to the bank, we did the job for her. 
After finishing with the attorney, we 
took the signature cards to her home 
for her to sign. All of our officers 
also make one call a week on cus- 
tomers or prospective customers at 
their homes or places of business. 


COUPLE of years ago, we turned 
our thoughts to establishing a 
new business department. Before go- 
ing ahead, we decided to check on the 
future potential of Interbay, which 
had already undergone considerable 
development. What we wanted was 
a projection of our deposit trend and 
a considered opinion on the feasabil- 
ity of the extension of our new busi- 
ness activity. To obtain this infor- 
mation, we employed a research firm. 
The firm’s report, when it was pre- 
sented, reviewed the growth of the 
Interbay section both alone, as our 
primary service area, and as a com- 
ponent part of Tampa and Hillsbor- 
ough County, which comprises the 
hub of the Florida West Coast indus- 
trial complex. The report then went 
on to provide the projections. 

What the report showed, first, was 
that our primary service area had 
experienced a much more rapid 
growth in the past ten years than 
the city of Tampa. The report like- 
wise noted that our bank had been 
growing at a considerably faster rate 
than other Tampa banks. 
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Peninsula State’s building has undergone four enlargements, to keep up with bank’s growth 


The report then went on to point 
to a future development that we had 
anticipated. It showed that the time 
was approaching when the rate of 
population growth of the Interbay 
Area would drop down to and below 
the level of the rate of growth of 
Tampa and Hillsborough. This would 
be due to the fact that our land area 
for expansion was limited, whereas 
Tampa’s was not. Offsetting this, the 
report stated that our area’s average 
family income would be greater, indi- 
cating a very excellent potential for 
obtaining a higher than normal aver- 
age in account balances and a higher 
ratio in the number of accounts per 
household. The report indicated also 
an increase in the number of indus- 
tries for our area, giving us the op- 








portunity for commercial account ex- 
pansion. 

In conclusion, the report recom- 
mended a further concentration of 
effort on the development of new 
business through the organization of 
an aggressive new business depart- 
ment. With such a department the 
report stated the bank’s deposits 
could be projected to $20,000,000 by 
1963 and $25,000,000 by 1965. 

The new business department was 
organized in 1959 and is already in 
operation. It has its own head, who 
works as one of a committee of three 
in determining basic policy. He re- 
ports to the cashier. The new busi- 
ness department head started by 
spending three days a week calling 
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Apply latest banking techniques to a suburban institution 


Left to right: Fred R. LeVarge, Jr., assistant vice-president; Paul G. Singleton, Jr., 
cashier; and Lem P. Woods, president. A prominent industrialist-banker, Mr. Woods 


is board chairman of the Gulf Fertilizer Company. 








This growing profession is carving 
an ever more important niche as 
appraisers of management 


Increasing Role of the 


FINANCIAL 


HE nation’s financial analysts, 

slowly building up their prestige 

and reputation over a period of 
30 years, have now reached a new 
pinnacle of dignity with the opening 
of a permanent home for the New 
York Society of Security Analysts, 
Inc., largest chapter of the National 
Federation of Financial Analyst So- 
cieties. Membership in the New York 
Society, now nearing 2,500, and that 
of all societies, now about 6,300, has 
set new records and is growing quite 
rapidly. 

This growth has led to a well-de- 
fined profession for financial ana- 
lysts. However, it has also created 
considerable public curiosity as to 
what they do, how they differ from, 
say, economists or statisticians, what 
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Journal 


By 
ED TYNG 
New York Correspondent 


they are paid, and what a young 
man or woman has to do to be one of 
these select persons. Most people 
think of financial analysts as a most 
studious group of individuals who 
organize an astonishing number of 
luncheons every year in many cities, 
to which they invite chairmen, presi- 
dents and other executives of the 
nation’s biggest corporations and 
banks, as guest speakers. 

To these executives an invitation 
to appear before one of these ana- 
lyst groups is viewed as a privilege 
that is not to be turned down. They 
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ANALYST 


spend long hours cramming on all as- 
pects of the corporation with which 
they are identified, for it is well 
known that the analysts, after the 
executives’ speeches are over, ask 
searching questions to which “I don’t 
know” is an answer that is in ex- 
tremely bad taste. 

So, knowing that their reputations 
and to some degree that of their 
companies will gain or lose lustre ac- 
cording to how their appearance on 
this public witness stand pans out, 
the executives who are on the grid- 
dle give all they have and later read 
anxiously in the newspapers how they 
were quoted. 

Coming now to what an analyst is: 
he or she is an individual who may 
be regularly employed by a bank, an 


National Federation combines 23 local societies 


Voluminous analyst publication contains industry studies as well as 

discussions of investment evaluation. Prominent leaders pictured below, 

left to right, are: Jeremy C. Jenks, executive vice-president, National 

Federation; Dwight C. Baum, president, Los Angeles Society; A. Hamilton 

Bolton, president, National Federation; William M. Bennett, past presi- 

dent, Security Analysts of San Francisco; and Robert H. Perry, who is 
the current president of the San Francisco group 
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insurance company, a mutual fund, 
a pension fund, a brokerage firm, a 
corporation or by one or more indi- 
viduals—in short by anybody con- 
cerned with surveillance of invest- 
ments and the investigation of new 
or old projects. The analyst will in- 
vestigate something, break down his 
examination so as to ferret out the 
details of all its component parts, 
analyze it, present it and, where re- 
quired, sell it. Above all he is inter- 
ested in appraisal of management; in 
the growing society of professional 
managers such as we have today the 
security analyst is constantly ap- 
praising the work that these profes- 
sional managers are doing. 

The average financial analyst is 
not an ivory tower person, but, like 
a judge, cannot be chummy with all 
kinds of people. He must have a good 
working knowledge of finance and of 
economic trends; he must also know 
a good deal about accounting and a 
great deal about taxes. He must have 
a general familiarity with the legal 
aspects of many things, but he 
needn’t be a lawyer, for lawyers are 
called in for strictly legal problems. 
The analyst must also know a lot 
about psychology, for he is constantly 
surveying the work of people and 
must be able to observe how individ- 
uals tick. 


HE analyst’s preoccupation with 

appraisal of management and 
particular situations distinguishes 
him from the statistician, who is 
somewhat narrowly defined by Web- 
ster as one versed in or engaged in 
compiling statistics, and from the 
economist, whose field is the broad 
one of examining economic trends 
and particularly changes in them, ap- 
plying them to given broad fields and 
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New York Society of Security Analysts holds first meeting at its impressive new headquarters 





Left: Ed Tyng (fancy vest!) interviews Analyst Edward Tevriz of Glore, Forgan & 

Co. Right: Lawrence R. Kahn (center), president, New York Society of Security 

Analysts, presents plaque to outgoing president, Ralph A. Rotnem, as Phillip West, 
vice-president of the New York Stock Exchange, looks on 


Analyst membership in New York Society is at 2,500 mark 


attempting to cite their impact. 

The economist is less interested in 
persons or minor details than in the 
collective effects produced by groups 
of persons, laws, changes in supply 
and demand and public psychology, 
in one country or the world as a 
whole. This is not to suggest that the 
analyst is not also interested in those 
things: the difference is that he goes 
after the minutiae and makes detailed 
analyses of the specific matters he is 
examining. To present most of his 
projects most effectively, however, 
the analyst must be something of an 
economist. 

He is extraordinarily interested in 
balance sheets and must know most 
of the tricks of the accountant’s 
trade; he has a similar avid interest 
in earnings statements, what goes 
into them and above all, how a given 
position existing today may be pro- 
jected ahead to the next quarter or 
next year. A high degree of accuracy 
in his judgment, his appraisals and 
his projections naturally is essential; 
important decisions involving large 
sums often hinge upon his findings. 





What is an analyst paid? The want 
ads in business periodicals usually 
list salaries of from $10,000 to $15,- 
000 yearly for those of senior or 
experienced rank, with $8,000 to 
$10,000 for those of so-called “‘jun- 
ior” standing. A measure of the 
importance attached to experience is 
that the New York Society makes 5 
years of experience as a working 
analyst a requirement for member- 
ship, except that persons over 30 
with satisfactory records of accom- 
plishment may get in after 3 years 
of experience. A new member must 
be proposed by an existing member 
and seconded by three other mem- 
bers. The New York Society, just 
before opening its new headquarters, 
steeply increased dues. Those who re- 
side within 50 miles of New York 
pay $35 yearly; those outside the 50- 
mile zone pay $20. They must also 
pay for the National Federation’s 
learned and impressive Analyst’s 
Journal, which this year will appear 
bi-monthly instead of 5 times yearly. 
Subscription to the Journal is $5 a 

See FINANCIAL ANALYSTS—Page 95 
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Featured by a pasture improvement program 
to minimize drought, here isan... 


Example of GRASS-ROOTS 
BANKING at Its Best 


By 
Cc. R. HUBBARD 


President, 
The Guaranty State Bank, 
Beloit, Kansas 


HE addition of a farm depart- 

ment at our bank has accom- 

plished at least four things for 
us. It has improved our competitive 
position, created an immeasurable 
amount of good will, improved the 
farmer’s lot, and added a good banker 
to our staff. 

Like most country banks in our 
area we had been aware for some 
time that there was a great deal of 
room for improvement in our rela- 
tions with our farm customers. The 
trouble was that no one at the bank 
had the time to go out and see the 
farmers, and to find out how we 
could help them. 

At the same time, we knew that 
we were competing for the farmer’s 
business with other banks, plus a 
farm co-op credit union, and a pro- 
duction credit association. We real- 
ized that in the final analvsis, prac- 
tically all of the business that passed 
through our bank depended on the 
prosperity of the farmers, and we de- 
cided to do something about it. 

It was at this point that we began 
looking for a full-time farm repre- 
sentative. At the time, the idea was a 
relatively new one in Kansas, and we 
discovered that we were the second 
bank in the state to hire a full-time 
farm man. 

We took our time and screened 
applicants carefully before we hired 
Dean Haddock for the job. Mr. Had- 
dock came to us well recommended. 
He had graduated from Kansas State 
University in 1950 with a degree in 
agriculture. He had majored in soil 
conservation and minored in animal 
husbandry. Prior to joining the bank, 
Mr. Haddock had been teaching vo- 
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Sheep raiser shows record book to Assistant Vice-President Dean Haddock Dp 
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Bank’s farm man has sparked efforts to upgrade livestock cl 

CC 

cational agriculture in a GI on-the- bank’s policies to the farmers, and st 
job training program in nearby also interpreted the farmers’ prob- Ir 
Trego County. lems to us at the bank. r a 
When we opened our farm depart- These visits turned up one surpris- T 
ment for business in April, 1952, we ing fact for us—namely that the Ww 
wanted it to be considered as an ex- farmers hesitated to come in and talk ti 
tension of the bank. Our purpose was their problems over because they : 
to be in closer touch with our farm were afraid we wouldn’t understand. J 


customers on their farms. 

Mr. Haddock’s first job, then, was 
to get out into the fields and meet the 
farmers, become acquainted with 
them, and gain their confidence. To 
help him accomplish this, I wrote a 
letter to our customers explaining 
that Mr. Haddock would soon be 
around to call on them, but empha- 
sizing that his role was only that of 
a good-will ambassador. 

It took Dean about a year before 
he had completed all of his calls. Dur- 
ing these visits, he got to know the 
local farmers and explained to them 
that the bank was ready and willing 
to help them in any way it could. In 
effect, he assumed the role of an in- 
terpreter—that is, he interpreted the 


In typical country town, $4 million Cuara 
































Staking out area to show benefit of restricting grazing 











Rules of bank-sponsored pasture contest, and scoring form 


Difference in roots due to restricted vs. close grazing 


For past six years, bank has sponsored pasture improvement contest during grazing season 


I am happy to say, however, that this 
initial reluctance has long been a 
thing of the past. 

To understand how our farm de- 
partment works it is necessary irst 
to know something about the Kansas 
climate and its principal agricultural 
commodities. Kansas is considered a 
sub-humid area, and Mitchell County 
in which the bank is located has an 
average rainfall of 24 inches a year. 
This condition is not the best in the 
world for our two main farm activi- 
ties—wheat and beef cattle. 

In addition, our area suffers a ma- 
jor drought about every 10 years, 


and minor droughts in the interven- 
ing decade. In times past, the indi- 
vidual farmer’s fortunes were more 
than likely to follow the cycle of the 
climate. He did well in the years when 
there was no drought, but fared rath- 
er badly during the time there was 
no rain. 

Mr. Haddock found that the cattle 
raisers in the area fell into this cate- 
gory. There were many cattle opera- 
tions in the county but few well- 
planned systems for raising the ani- 
mals profitably. The average farmer 
owned many kinds and types of cat- 
tle; he was careless about his breed- 


Guaranty State Bank’s farm department provides many benefits 





ing practices, and he made no attempt 
to improve his stock. He had no set 
plan, but simply raised his cattle and 
sold them at any time he happened to 
choose. Of course, if the farmer was 
caught in a drought year, he had to 
sell his animals at a loss. 

Through our farm department, the 
bank set out to correct this situation 
by introducing a pasture conserva- 
tion program for all beef cattle farm- 
ers. Working with the local county 
agent and the Soil Conservation Serv- 
ice, we urged the farmer to adopt 
systems that were especially designed 
for Kansas conditions and which had 
proven successful in the past. The 
program included not only pasture 
conservation, but also proper breed- 
ing methods, and information on the 
best time to send the stock to market. 

We showed the farmer how it 
would be more profitable in the long 
run to let his cattle graze off only the 
top half of his pasture. We used the 
slogan “Take Half and Leave Half,” 
and conducted experiments to show 
how much deeper grass roots would 
grow, if the grass was not grazed too 
close over a period of one year. In 
addition, we urged the farmers not to 
overstock the pastures they were us- 
ing, and then clinched the argument 
by telling them that following the 
See GRASS-ROOTS BANKING PROGRAM—Page 96 
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In a planned program of expansion... 


4 BANK BRANCHES OUT: 
to Capitalize on Area Growth 


RIOR to 1948, the prosperous 

manufacturing city of Mansfield 

was served by four banks with 
four banking locations. In the past 
12 years, 10 banking locations have 
been opened within the city, and 
now three banks operate 14 offices. 
Eight of the 14 offices are operated 
by the First National Bank, as our 
institution has moved to capitalize 
on the growth of the north central 
Ohio area. Typifying our progress in 
the past dozen years has been an in- 
crease in deposits from $31 million 
to $76 million, and in large measure 
this progress must be attributed to 
our planned program of bank expan- 
sion. 

Mansfield is a compactly-developed 
city with an estimated population of 
100,000 in the immediate shopping 
area, and heavy manufacturing is the 


By DALE W. KAYLOR 
Vice-President, 

First National Bank of Mansfield, 
Mansfield, Ohio 


main reason for the city’s existence. 
Names like Westinghouse, General 
Motors, Borg Warner, Tappan Stove, 
and Ohio Brass are identified in the 
products that flow out of Mansfield. 
Fertile soil coupled with large farm- 
ing operations add agricultural pros- 
perity to Richland County. Mansfield 
has long been a competitive banking 
area, but it was not until the end of 
World War II that bank management 
made its move to go to the people 
in an open solicitation of accounts. 
To go where the people worked and 
where they lived, and where they 
shopped, too, meant establishing a 
system of branch offices, a step that 





has since been particularly reward- 
ing. 

As in many a city across the coun- 
try, downtown parking was at a pre- 
mium when, in 1948, we opened our 
first branch in Mansfield. In reality, 
the Southside office was our second 
branch; the bank had maintained a 
branch in Lexington, a small com- 
munity some seven miles south of 
Mansfield, since 1927. There was lit- 
tle opportunity to add drive-in teller 
facilities at our main office, and our 
customers were finding it ever more 
difficult to visit the bank. Saddled 
with an impossible situation that re- 
stricted our facilities in the down- 
town area, we made up our minds 
that branch facilities would be ade- 
quately planned for both the day 
when each branch opened, and for 
the life of the branch. As each geo- 


Management keeps a sharp eye on progress being made by each branch, and banking service 


Mr. Kaylor (right) and Avery C. Hand, first vice-president, review graphs 
which provide statistical evidence of branch contribution to bank growth 
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graphical location was studied for 
potential business and for conveni- 
ence to local shopping areas, we 
planned each branch with the thought 
of gaining enough property to pro- 
vide either drive-up or walk-up teller 
windows, and for plenty of off-street 
parking space. 

A second branch was opened on 
the east side of the city in 1951, in a 
highly industrialized area. In 1953, 
two more offices were added with the 
consolidation of our bank, which was 
then The Mansfield Savings Trust 
National Bank, with the Citizens Na- 
tional Bank and Trust Company of 
Mansfield. The consolidation provided 
a second downtown office that now 
houses our trust department, and an 
important branch on the residential 
west side of the city. 

The bank purchased the Shiloh 
(Ohio) Savings Bank in 1954 to 
strengthen its services to the agri- 
cultural community. Shiloh is located 
16 miles north of Mansfield. 


HE early successes of our first 

branches led us to open two more 
offices during 1956. The first, the 
Northside office, serves an important 
industrial section in the northwest- 
ern part of Mansfield. The second 
office was to be our first experience 
at operating in a shopping center. 
This branch was aimed at meeting 
the needs of both the commercial 
firms within the shopping center, and 
a new residential and industrial area 
under development. 

The bank’s tenth office was opened 
in the Johnny Appleseed Village 
shopping center in 1957. 

Geographically speaking, we be- 
lieve that our branch sites adequately 
serve the entire city at the present 
time. Commercial and manufacturing 
interests find an office within easy 
reach, and residential areas located 
at distances away from these com- 
mercial branches are served by our 
two very modern shopping center 
branches. 

Staff-wise, our 10 offices are man- 
aged by 25 officers who are part of a 
total staff of 138 people. In every 
case, persons assigned to the branches 
are selected from personnel within 
our own system. Although we do not 
have what could be termed a formal 
staff training program, we do insist 
that our employees progress through 
the various operating and service de- 
partments to gain a knowledge of 
overall banking practices. 

On an average, six persons are 
assigned to each branch. This figure 
includes a branch manager and an 
assistant branch manager. The man- 
agers have a wide scope of lending 
authority and their decisions are 
aided by twice-weekly meetings at 
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West Park Branch, in a shopping center 


Branches are specifically designed to serve different needs 


the main office with members of the 
official staff. 

The managers meet at the main 
office every Monday morning with 
head lending officers to discuss ex- 
isting loans and review loan applica- 
tions. Every Wednesday afternoon, 
the bank holds a broader staff meet- 
ing for officers, branch managers, 
and department heads. These meet- 
ings usually center around general 
bank policies and operating proce- 
dures. At the present time we are 
completing the installation of a com- 
munication system between the main 
office and the nine branches. The sys- 


tem would enable each branch staffer 
to participate in our Wednesday 
meetings while remaining at his 
branch location. 


PERATION-wise, we believe that 

the past few years of concen- 
trated study has provided us with a 
record-keeping system that will ade- 
quately meet the needs of our depos- 
itors, while keeping costs down for 
the bank. Account numbering, a first 
step to be taken in any semi-auto- 
mated system of bookkeeping, has 
been given top priority in our plan- 

See A BANK BRANCHES OUT—Page 97 


45 








Are U. S&S. banks “missing a bet’ in not 
having more resident officials 
in world trade centers? 








THE CASE FOR BANK 


REPRESENTATIVES ABROAD 
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At right, Paul C. Parker, who has been Bank of America’s representative in the 
Middle East since 1955, confers with a Lebanese banker 


Some U.S. banks have foreign “reps,” but Europe leads trend 


HE question of having their own 
resident representatives abroad 
assumes new importance today 
for large banks actively engaged in 
international banking. This stems 
from a number of factors, including 
the world financial leadership which 
the U.S. has been exercising since 
the last war, and its present efforts 
to increase foreign trade and to en- 
courage investments abroad. With 
increased competition among Amer- 
ican banks themselves, as well as 
from foreign banks, especially Euro- 
pean and Japanese, this is an oppor- 
tune time for big banks to examine 
the possibilities of increasing the 
scope of their overseas activities 
through establishment of resident 
representatives’ offices in leading 
trading centers of the world. 
It should be made clear at the out- 
set that this article does not deal 
with the much more complex matter 


46 


of foreign branches, whether sepa- 
rately incorporated or not, which 
accept public deposits, make all types 
of local loans, and otherwise operate 
similarly to the domestic branches. 
We are to discuss solely the question 
of a bank having a member of its own 
staff permanently representing his 
institution abroad. 

The problem falls naturally into 
three main broad aspects: whether 
it is worth having resident represen- 
tatives abroad; where to have them; 
and whom to choose for these impor- 
tant posts. 

TO HAVE OR NOT ITO HAVE: 
The answer lies fundamentally, of 
course, in the amount of foreign 
business that a bank has on its books 
and whether it desires to expand fur- 
ther its international operations. 

All major banks engaged in large 
scale foreign operations have fol- 
lowed for years the practice of visit- 


By 
MICHAEL SIENIAWSKI 


Sao Paulo, Brazil 


ing periodically their clients abroad 
to discuss their credit problems with 
them, to solicit new accounts, and to 
make on-the-spot studies of prevail- 
ing economic and political conditions. 
This up-to-date information is not 
only essential for formulation of 
credit policies in respect to the coun- 
tries involved but is also of prime 
importance to the domestic clients of 
the bank doing business abroad. This 
practice has paid big dividends. 

It may be argued in theory that if 
a bank has sufficiently frequent cov- 
erage of foreign territories, there is 
no real need for sending anyone per- 
manently abroad. In practice, how- 
ever, nearly all banks find themselves 
on the short side of adequate cover- 
age due primarily to an insufficient 
supply of properly qualified officers 
and to the physical limitations which 
constant travel over wide distances 
imposes on the individuals. It is im- 
portant to keep in mind that there is 
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First-Hand 


The author of this 
article is well-qual- 
ified from experi- 
ence to discuss the 
subject. As a form- 
er vice-president at 
Irving Trust Com- 
pany, New York 
City, Mr. Sieniaw- 
ski, was in charge 
of its foreign ac- 
tivities in Latin 
America, Canada, 
Spain and Portugal. In 1957-1959 he 
was resident representative in Brazil for 
the Grace National Bank of New York. 


Experience 
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Your man at the Irving is ideally situated to 
assist you. He puts you, in effect, at the very 
center of the financial and commercial world. 
Whatever services you or your Customers may 
require, you can call on your man at the Irving 
as you would a member of your own staff. 
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There are many reasons why Republic serves more correspondents than any other bank in the 
Southwest — and the experienced, practical counsel of Republic’s operational specialists is one of 
the best reasons for this leadership. Here, at your request, is assistance in every phase of 
modern banking. Whatever your question or your problem — it always pays to counsel with Republic. 


REPUBLIC NATIONAL BAN K 


OF DALLAS 
CAPITAL AND SURPLUS $102,000,000 * LARGEST IN THE SOUTH 
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WASHINGTON VIEWPOINT 








Self-Employed Pension 
Bill Gaining Force, 


A change of heart by the Treasury 
Department has given a new boost 
to the chance of enactment of the bill 
entered by Rep. Eugene J. Keogh, 
Democrat of New York, permitting 
self-employed persons to set aside a 
portion of their income before taxes 
for retirement purposes. 

The Treasury previously opposed 
the measure and broadly hinted that 
it would be vetoed if passed. In late 
February, however, the Treasury of- 
fered an alternative plan which would 
make the self-employment retirement 
benefit available to a small business 
or professional man provided he gave 
the same privileges to any employees 
he may have. 

Under the bill, a self-employed per- 
son would be permitted to set aside 
10 per cent of his income, up to 
$2,500. Banks and trust companies 
have shown great interest in the 
measure, in view of its obvious adap- 
tation to the use of common trust 
funds. 

The bill in its earlier form has 
passed the House and now awaits ac- 
tion by the Senate Finance Commit- 
tee. It is judged at the Capitol that 
the more mellow attitude of the 
Treasury Department removes the 
primary obstacle to the bill, which is 
estimated to cause tax deferrals 
amounting to $365 million yearly. 
Eventually, of course, the tax would 
be paid, as the self-employed pension- 
er begins to draw upon his reserve. 
However, at that stage the pensioner 
would presumably be in a lower tax 
bracket, which is one of the argu- 
ments the Treasury raised against 
the House bill. 


e e 4 


President Details Plan 
To Encourage Exports 


A special message to Congress 
from the President, urging a seven- 
step program for stimulating ex- 
ports, has been accompanied by a 
new system of export guarantees an- 
nounced by the Export-Import Bank. 

The President told Congress that 
“a more vigorous effort by both Gov- 
ernment and business to improve our 
capacity for international competi- 
tion” is necessary since this country 
no longer commands a seller’s market 
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By JOHN DONOGHUE 
Washington Correspondent 


overseas. He did not ask for addi- 
tional legislative authority, but some 
further appropriations will probably 
be requested. 

The Export-Import Bank’s role in 
the new drive is likewise authorized 
by existing legislation. President 
Samuel C. Waugh said the new ex- 
port guarantee program is designed 
to cover political risks where credits 
are not in excess of 180 days. He also 
described an expanded program of 
participation with commercial banks 
in credits in the medium term (one 
to five years) area. 

The export guarantee program is 
expected to be put into operation this 
Spring through the facilities of the 
foreign departments of commercial 
banks. The medium term credits are 
to be granted under limitations which 
depend upon the amount of the for- 
eign buyer’s payment on delivery, 
the extent to which the commercial 
bank can handle the financing on its 


own account, and the factor of re- 
course to the exporter. 

The President’s export encourage- 
ment program features the follow- 
ing seven steps: 


® Strengthening of the Commerce 
Department’s trade promotion serv- 
ices. 


© Expansion of commercial activi- 
ties of the Foreign Service. 


® Expansion of trade promotion 
services of the Department of Agri- 
culture. 


® Greater emphasis on prompt re- 
porting of information useful to 
United States. exporters. 


® Establishment of new overseas 
trade centers. — 


® Making full use of international 
trade fairs, trade missions and other 
means to stimulate the interest of 
foreign buyers in U.S. products. 








IN BALTIMORE 


FIDELIT Y- 

BALTIMORE 
NATIONAL 
BANK 


Capital Funds in Excess of $20,000,000 
Main Office: Baltimore & Light Sts. 
Member: Federal Deposit Insurance Corporation 





49 








® Stepping up promotion of tourist 
travel to the United States. 

The House Banking Committee, at 
the time of the announcements by 
the President and the Export-Import 
Bank, was conducting extensive hear- 
ings on the proposal to participate in 
the International Development Asso- 
ciation, with a United States capital 
subscription of $320 million. Govern- 
ment and private witnesses agreed 
that the “soft loan” program would 
be slow to repay the hard currencies 
invested in its capital, but the stim- 
ulating effect on exports would, in 
time, be worth the price. 


One of the factors in favor of the 
program was the assurance that it 
would be managed by the directors 
of the World Bank, a management 
which in the view of Congress has 
displayed soundness and discretion. 


° ° * 


**Full Disclosure’? Bill 
Pending in Senate 


Some interesting shadow-boxing 
is taking place on the bill offered by 
Sen. Paul H. Douglas, Democrat of 
Illinois, together with several other 
Senators, to require “any person en- 
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gaged in the business of extending 
credit” to hand-to the receiver of 
credit a written statement of just 
what financing charges he will be re- 
quired to pay, and just what these 
charges amount to in terms of simple 
annual interest on the unpaid bal- 
ance. 

In the first place, the two agen- 
cies that would be the most likely 
choices for the job of administering 
the law, are playing Alphonse-and- 
Gaston. The bill as drawn puts the 
Federal Reserve Board in the driv- 
er’s seat, but the Board, in a letter 
to the Senate Banking Committee, 
demurs, holding that fair trade prac- 
tices are in the province of the Fed- 
eral Trade Commission. The latter, 
however, cited the fact that its juris- 
diction would not apply to “intra- 
state” transactions, and chose to “de- 
fer’ to the superior judgment and 
experience of the Federal Reserve in 
credit matters. 

Much the same point of view was 
evident as spokesmen for credit or- 
ganizations prepared to present their 
testimony, which is scheduled to be 
strung out through early April. It is 
a wife-beating type of bill, these 
spokesmen hold, and one which a 
trade association can hardly oppose 
directly. There is the rankling dis- 
like to be put in the position of self- 
accusation. 

Some of the commentaries hold 
that “this is simply consumer credit 
control under another name,” and 
this slogan could be effective in slow- 
ing up action on the bill. Other com- 
mentaries hold that the terms of a 
sales finance contract are properly 
supervised by State authorities and 
the Federal Government, under the 
10th Amendment, should keep hands 
off. 

It would seem safe to judge that 
the bill is too delicate and the time 
too late for final Congressional action 
before the early-July adjournment of 
Congress. But the seeds have been 
planted well, and this bill will un- 
doubtedly have to be reckoned with 
in succeeding Congresses. 


* ° ° 


Treasury Long-Term 
Interest Rate Debated 


Speaker Sam Rayburn of the House 
of Representatives, at mid-March, 
rejected flatly a plea from the liberal 
wing of his own party to hold off un- 
til next year any action on removing 
the 41%4 per cent ceiling on the in- 
terest rate which the Treasury can 
pay on new issues of long-term bonds 
(five years or more). 

He agreed to hold the compromise 
bill back temporarily, until the storm 
over civil rights subsided. His state- 
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how to make 
the most of 
your drive-in potential 


Motor banking facilities can be an invaluable asset to your 
operation. But, too often, the full profit potential fails to develop 
because of inadequate preliminary analysis and planning. 

Today’s banking demands new techniques, and Bank Building 
Corporation’s specialized design team pioneered the modern motor 
bank. No other designer has planned or built so many drive-ins. 
This unmatched experience is reinforced by continual research, 
ranging from the study of detailed models (see below) to test work 
with full-scale cars and window mock-ups. The resulting practical 
knowledge enables us to plan your motor facilities right from the 
start .. . from expert site analysis to the most effective integration 
of drive-in stations with the rest of your operation. 


OF AMERICA 





Plywood 
branches out 


...and commercial banks 
help extend its usefulness 


In homes and buildings. On walls, floors 
and boat hulls. Even in tiny tree houses 
plywood proves its strength, displays its 
beauty. 

And America’s commercial banks help 
make it one of the most useful materials 
of modern times. 

Loans from banks help fell and trans- 
port trees. They provide cash for ma- 
chinery to peel logs down to supple 
veneers, and cross-bond them into rugged 
plywood panels. And a good many times 
it’s a bank that helps put plywood, plain 
and fancy, in lumberyards where people 
can pick and choose. 

Loans are the thing. But along with 
them goes something harder to see, but 
just as important. It’s dependable bank- 
ing service backed up by wise financial 
counseling. 

As the leading lender to business and 
industry, The Chase Manhattan Bank 
of New York is proud of commercial 
banking’s contribution to agricultural 
and industrial progress. 


THE 
CHASE 
MANHATTAN 
BANK 


CHARTERED IN 1799 
Member Federal Deposit Insurance Corporation 
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ment of intention followed very close- 
ly upon the announcement by the 
National Association of Home Build- 
ers that its influence would be used 
to support the bill. 

Coincidentally there was published 
a long letter from Undersecretary of 
the Treasury Julian B. Baird, ad- 
dressed to Rep. Frank Ikard, Demo- 
crat of Texas, and a member of the 
Ways and Means Committee. It could 
hardly have been better timed. In it, 
Mr. Baird gave three principal rea- 
sons why current discounts in the 
sale prices of outstanding Federal 
Government bonds are an inaccurate 


measure of the prices the Treasury 
would be required to market new 
bonds. They are: 


® The “scarcity factor,” since no 
long-term Treasury issues have been 
issued for more than a year, and 
many trusts and other investors are 
required by law to acquire them as 
their funds accumulate. 


© The capital gains factor, since a 
corporate investor can charge off the 
difference between the purchase price 
and the maturity value as a capital 
gain rather ordinary income. 


® The estate tax factor, which is the 














working on a Canadian branch? 


. . . then be sure to contact Imperial Bank of Canada. With 
branches from coast to coast in Canada, Imperial Bank can 
give you information on the latest trends, developments and 
opportunities in Canadian business. 


Imperial Bank is always ready to give you the information you 
require. Write today for Imperial Bank’s new, highly informa- 
tive 16-page booklet, “Business Opportunity in Canada”. 


IMPERIAL BANK 
OF CANADA 


Head Office, TORONTO 1, CANADA 


















provision that permits the executors 
of an estate to present most Govern- 
ment bonds at face value in payment ~ 
of estate taxes rather than what the © 
decedent paid for them. 4 
Mr. Baird said the best way to 
judge the probably optimum rate on 
a new long-term issue is to examine 
the yields of high grade corporate 
securities, to which the foregoing 
factors do not apply. 


° od ° 


Small Business Investment 
Amendments Favored 


A surprising degree of unanimity 
was apparent when the House Bank- 
ing Committee conducted public 
hearings on proposed changes in the 
Small Business Investment Act. The 
hearings were before Subcommittee 
No. 3, headed by Rep. Wright Pat- 
man, Democrat of Texas, who also 
heads the House Select Committee 
on Small Business. 

The measure before the Committee 
was the Senate-passed bill, and the 
opinion was general that the Senate 
had done its work well. Philip Mc- 
Callum, Administrator of the S.B.A., 
endorsed the Senate bill and was in 
turn congratulated for the rapidity 
with which S.B.I. companies were be- 
ing formed, once the initial difficul- 
ties of clearing regulations were over- 
come. 

Mills B. Lane, president of the Cit- 
izens and Southern National Bank, 
Atlanta, Georgia, and of its affiliate, 
the Citizens and Southern Holding 
Company, testified that the Associa- 
tion of Registered Bank Holding 
Companies, which he heads, has a 
“burning desire” to see the S.B.I. 
program a success. 

He asked for clarification of one 
point: Is a bank affiliated with a bank 
holding company, prohibited, under 
the Bank Holding Company Act, from 
purchasing stock in a S.B.I. company 
which is a subsidiary of the same or 
another bank holding company? 

Thomas Grant, Jr., senior vice 
president and trust officer of the 
First Union National Bank of Char- 
lotte, North Carolina, and president 
of the National Association of Small 
Business Companies, testified gener- 
ally in favor of the bill, while ex- 
pressing some skepticism about the 
bank holding company feature as pos- 
sibly turning small business over to 
big banks. However, his primary in- 
terest was in eliminating the callable 
provision of the present law on the 
debentures of companies aided by the 
investment companies. He indicated 
concern that if the debentures are 
made callable, the investment com- 
pany might be squeezed out when the 
small firm began making money. 
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A MATTER OF TEMPO 


Advertising messages about bank transit service have been 
burdened with cliches for years. The truth is, we can collect 
your items as fast as any bank. 

But in addition we are prepared to move more deliberately 
in those areas where extra care and individual attention 
require a slower tempo. 

This is one of the reasons why we number among our 
correspondents more than 700 banks which we have been 


serving continuously for more than half a century. 
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ARTHUR J. MORRIS 


Instalment credit pioneer 


Members attending the American 
Bankers Association’s annual instal- 
ment credit conference in Chicago in 
March took time off to honor Arthur 
J. Morris for his pioneering in this 
field of banking. On the 50th anni- 
versary of instalment bank credit in 
the United States, the association 
recognized his efforts in paving the 
way for the national development of 
instalment bank credit. Mr. Morris is 
now chairman of the Financial Gen- 
eral Corporation, New York City. 

Soon after opening a law office in 
Norfolk, Virginia following the turn 
of the century, Mr. Morris was led 
into the banking business by his con- 
cern over people who had difficulty 
in gaining bank loans. His first bank 
was called the Fidelity Savings and 
Trust Company and was opened in 
1910 in Norfolk. Within a few years, 
similar banks were opened in Atlanta, 
Baltimore, Washington, Richmond 
and Portsmouth, Virginia. 

An Atlanta editor referred in print 
to this type of banking as the “Morris 
Plan,” and the designation was even- 
tually adopted by the public and was 
incorporated in the names of the 
banks. 

In 1917 Morris started the first 
credit life insurance company in the 
United States which provided for 
payments of the unpaid balance in 
event of the death of the borrower. 
A year later he organized an exclu- 
sive factory finance company for an 
automobile maker—The Studebaker 
Company. 

Expansion of instalment bank 
credit was subsequently accelerated 
when 37 states passed legislation per- 
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mitting the operation of the “Morris 
Plan” type of bank. Today some 1,300 
commercial banks and trust com- 
panies in the country offer consumer 
instalment credit. 


* 


In a realignment of several execu- 
tive positions at the Chemical Corn 
New York Trust Company, New 
York City, Executive Vice-President 
John L. Gibbons has been placed in 
charge of the bank’s metropolitan di- 
vision, Arthur P. Ringler has been 
named _ vice-president-operations to 
head both the operations and person- 
nel divisions, and Augustus R. South- 
worth, Jr., has been named controller. 
» 


The nominations committee for 
NABAC, The Association for Bank 
Audit, Control and Operation, has 
announced its 
slate of candi- 
dates for associa- 
tion officers dur- 


ing the 1960-61 
term. Nomina- 
tions include 
Arthur C. Suhr- 
bier, assistant 
auditor, Conti- 
nental Illinois 


National Bank & 
Trust Company, 
Chicago, president; Winslow E. Pike, 
vice-president and controller, The 
First National Bank of Atlanta, 
Georgia, first vice-president; and 
David C. Cooke, a newcomer to the 
NABAC national scene and _ vice- 
president and comptroller, Zions 


D. C. COOKE 











First National Bank, Salt Lake City, 
Utah, second vice-president. John 
Kimmel, vice-president and comp- 
troller, Mercantile National Bank of 
Chicago, continues in his two-year 
term as treasurer. 


e 


Supervisory approval would merge 
the Maryland Trust Company and the 
Fidelity-Baltimore National Bank, 
both of Baltimore. President of the 
new Baltimore National Bank would 
be Tilton H. Dobbin, and chairman 
would be Hooper §S. Miles. Robert 
D. H. Harvey would become vice- 
chairman. 

. 


Four vice-presidents and two senior 
trust officers have been appointed at 
the Girard Trust Corn Exchange 
Bank, Philadelphia. William F. Black- 
man, Paul B. Branin, James F. 
Feeney, Jr., and Harold W. Kalb are 
now vice-presidents. Senior trust offi- 
cers are Norman J. Linker and Fred- 
ric J. Mainwaring. 

* 


At the First National Bank, San 
Antonio, Texas, Harris McAshan has 
been elected chairman and chief ex- 
ecutive officer and has been succeeded 
as president by Charles B. Cooney. 

¢ 

A well-known banker from Win- 
ston-Salem, North Carolina, is the 
new national director of the U. S. 
Treasury’s Savings Bond Division. In 
the photograph shown below, Wil- 
liam H. Neal (left) is seén accept- 
ing the oath of office from Secretary 


U.S. Treasury has new Savings Bond Division director 








: 
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of the Treasury Robert B. Anderson, 
right. Holding the Bible is Under 
Secretary Julian B. Baird. Mr. Neal 
was formerly senior vice-president of 
the Wachovia Bank and Trust Com- 
pany. 

— 


Three department heads have been 
elevated to senior vice-presidents at 
The National Shawmut Bank, Bos- 
ton. They are D. Thomas Trigg who 
is in charge of the loan division, 
Arthur W. Deibert who is head of the 
administrative division, and John K. 
Benson, comptroller. 


e 


Vice-president for executive office 
administration is the new title for 
Hal C. Kuehl at the First Wisconsin 
National Bank, Milwaukee. Hiller L. 
Beck has been named general auditor. 


* 


William A. Allen has been ad- 
vanced to comptroller, and A. Tilford 
Largent has been named auditor at 
the Lincoln Bank and Trust Com- 
pany, Louisville, Kentucky. 

» 
C. B. Leonhard has been appointed 


senior trust consultant at the City 
Bank, Detroit. Mr. Leonhard re- 





cently retired after 33 years’ service 
with the Detroit Trust Company and 
its successor, the Detroit Bank and 
Trust Company. 


- 


In promotions at the Western 
Pennsylvania National Bank, Pitts- 
burgh, Louis J. Reizenstein has been 
named senior vice-president, and 
Robert L. Cashion has been advanced 
to vice-president. 


e 


Albert B. Merrill, chairman of the 
First Trust & Deposit Company, 
Syracuse, New York, since 1956 and 
the institution’s president from 1927 
to 1956, died recently. 

H. Newcomb Steuart, Jr., assistant 
secretary of First Trust & Deposit, 
has been named one of the five New 
York State Distinguished Service 
Award winners by the state’s Junior 
Chamber of Commerce. The youngest 
officer of the bank authored the arti- 
cle, “Practical Politics in Action” 
(Burroughs Clearing House, February, 
1959), and subsequently was elected 
to the common council of the City of 
Syracuse. 

. 


C. R. Anthony has been elected 
chairman and Myron W. Horton has 











Burma. land of nineteen million people; 
producer of teak and tungsten. Business 


and government leaders here and through- 
out the Pacific Rim countries have come 
to know NBofC for its willingness to serve 
and to build toward tomorrow. 
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been named president at the Citizens 
State Bank, Oklahoma City, Okla- 
homa. : 

o 


Charles A. Manning has been 
named vice-presi- 
dent in the trust 
department of 
The Chase Man- 
hattan Bank, New 
York City. Mr. 
Manning has been 
with the bank 
since 1919, and 
was made assist- 
ant trust officer in 
1937. Since 1954, 
he has served as 
assistant vice-president in the per- 
sonal trust and estates division. 

In a later promotion, John C. Sen- 
holzi was named a vice-president of 
Chase Manhat- 
tan’s bond depart- 
ment. Mr. Sen- 
holzi joined Chase 
National Bank in 
1936 and has 
served in the bond 
department since 
1937. New assist- 
ant vice-presi- 
dents at the bank 
are G. H. Borr- 
mann, M. S. Coe, 
J. C. Conklin, K. G. Kimberland, G. F. 
Lang, and G. H. Struckmann. 


Cc. A. MANNING 





J. C. SENHOLZI 


* 


The Citizens National Bank, Los 
Angeles, has advanced C, W. LaMarr 
to vice-president. 


e 


At the First National Bank & Trust 
Company, Racine, Wisconsin, Gustav 
C. Peters has been elected president 
and Ben J. Bleakley has been named 
vice-chairman. 

a 


George T. Cunningham has been 
promoted to vice-president at the 
Bank of Idaho, Boise. 


° 


At the Citizens National Bank, 
Evansville, Indiana, G. W. Schnute 
has been elected chairman, and M. C. 
Oberhelman has succeeded him as 
president. 

. 


Joseph Kozlik has been elected 
president of The Hackensack (New 
Jersey) Trust Company. 

© 


Lewis Gottlieb, chairman of the 
City National Bank of Baton Rouge, 
Louisiana, has received the Justice 
Louis D. Brandeis gold medal award 
for outstanding service to humanity. 


Burroughs Clearing House 














America’s modern way of doing business 


Trainers, veterinarians, cattlemen tranquilize animals safely with Cap-Chur syringe-rifle... delivered by AIR EXPRESS 


Air Express gives sleep-gun fast, kid-glove handling 


When a toothache turns Jackie, a docile movie lion, into a pain-maddened beast—/ook out! For 
trainer Melvin Koontz it’s no problem. One “pffft” from his Cap-Chur air-rifle sends Jackie quickly 
off to dreamland... and to the veterinarian. The magic bullet is a harmless tranquilizing syringe. 
Both rifle and “ammo” were shipped via AIR EXPRESS from Atlanta, Georgia to Jungleland, Cali- 
fornia... and got kid-glove handling and dependable, } 

overnight delivery... at low cost. These advantages can = 3 

help your business, too. Call AIR EXPRESS and Speed A | a RE ys & 
your products FIRST TO MARKET... FIRST TO SELL! pont) 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY * GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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AT THE FIRST NATIONAL BANK OF MIAMI, FLORIDA, 


“OUR BURROUGHS ELECTRONIC BANK BOOKKEEPING MACHINES 


The scene: the large-scale bank accounting operation at Miami’s forward-looking First National Bank. 
The equipment: Burroughs F-4200 Electronic Bank Bookkeeping Machines. The results, according 
to Senior Vice-President Ray F. Basten: “‘This equipment, with its electronic efficiency, maintains 
our standard of quality while keeping pace with our rapid growth. In addition, the high level of per- 
formance has improved our control of costs and has enabled us to improve customer service. Tomorrow, 
the Visible Record Computer System: “‘As the next logical step in our program of employing advanced 
techniques, we have ordered Burroughs Visible Record Computer System.’’ Why the VRC: “Through 
this advanced data processing system, we will realize further progress in our efforts toward improve- 
ment of operations and management control.” 


First National Bank of Miami is one of many banks helped to ever increasing levels of accounting 
efficiency by Burroughs advanced equipment. For details, action—and results—call our nearby branch 
now. Or write Burroughs Corporation, Detroit 32, Michigan. 


Burroughs and VRC—TM’s 


Burroughs Clearing House 











SENIOR VICE-PRESIDENT RAY F. BASTEN REPORTS: 


STEPPED UP OUTPUT AND IMPROVED CONTROL.” 


“NEXT STEP,” ACCORDING TO RAY F. BASTEN, “ALL-OUT ADVANCED DATA PROCESSING VIA OUR 
FORTHCOMING BURROUGHS B 251 VISIBLE RECORD COMPUTER” 


Burroughs Corporation 
“NEW DIMENSIONS /| in electronics and data processing systems” 
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Mr. Gottlieb is one of five annual 
award winners. 
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John D. Horrall has been appointed 
director of press relations at the 
Security First National Bank, Los 
Angeles. 

. 


New director of personnel at the 
Security National Bank, Long Island, 
New York, is Kenneth E. Van Sise. 
Salvatore Ribando is now manager of 
the small business loan division. 


¢ 


The City National Bank and Trust 
Company, Chicago, has elected George 
H. Norton, Jr., vice-president. 


* 


Guy C. Piltz is now general audi- 
tor and C. R. Klenske is controller 
at the Bank of Hawaii, Honolulu. 


& 


New president of the William Iselin 
& Company, New York City factor- 
ing firm, is Charles S. Sargent, Jr. 
He succeeds Morton Goodspeed who 
is now vice-chairman. 

e 


Vice-President Harry E. Danner 


has been named to head the branch 
management department at the Fidel- 





H. E. DANNER 


J. CATZIN 


Advance at Philadelphia bank 


ity-Philadelphia Trust Company. John 
Catzin has been elected vice-presi- 
dent in charge of the 5-office Bucks 
County region to succeed Mr. Danner. 


a 


New president of the Bucks County 
Bank & Trust Company, Perkasie, 
Pennsylvania, is William M. High. 
He succeeds Daniel H. Erdman who 
has been elected chairman. 


4 


When two executives work well 
with each other, it may be smart to 
keep them in tandem and move them 
right along together. One good ex- 
ample, at any rate, of how this mana- 
gerial policy can pay off is the 30-year 
banker team that was elevated re- 
cently to the two top spots at the 















. are neatly packed WITH ALL CRIMPED 


ENDS FACING THE SAME WAY... 


landard 


CARTRIDGE 
COINTAINERS 


and storage . . 
every carton plainly marked for easy identifica- 
tion. Another outstanding STANDARD feature! 


in sturdy, 
corrugated shipping cartons for convenient use 





. makes inventory simple .. . 


A complete money-packaging line including: CARTRIDGE COINTAINERS @ 
TUBULAR and WINDOW COIN WRAPPERS @ CURRENCY STRAPS and BILL BANDS 











STANDARD .. 


| STANDARD PAPER GOODS MFG. CO. 
l Dept. 115, Worcester 8, Massachusetts 

! Please send free samples of coin and money wrappers with descriptive litera- 
| ture to: 

Name 

! Street City State 


> an em enen an asamantd 


wherever money is wrapped! 
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First National Bank of Memphis. 

The team: Norfleet Turner, 58, 
who has been advanced from presi- 
dent to board chairman, and Allen 
Morgan, 51, who has stepped into the 
presidency after serving since 1943 as 
executive vice-president. 

In promoting these two native 
Memphians and Washington and Lee 
alumni to their new positions, the 
bank follows a pattern that has kept 
the hustling Turner-Morgan team to- 
gether over a period which has seen 
a spectacular 13-fold increase in the 
bank’s resources. 

When the 3l-year-old Turner was 
named vice-president in 1933, bond 
salesman Morgan, then 24, succeeded 
him as manager of the bank’s securi- 
ties department. And with each of 
Mr. Turner’s subsequent moves up 
the ladder—to executive vice-presi- 
dent in 1937, president in 1943, and 
now board chairman—Mr. Morgan 
has taken over his superior’s former 
position. 

One of the many steps taken by 
this duo was the establishment of a 
business development program which 
involved the participation of all bank 
officers. Recently, a_ profit-sharing 
plan was adopted. Also contributing 
to the bank’s success is the emphasis 
placed by Mr. Turner and Mr. Morgan 
on the training of the bank staff. 
Working on their own and through 
the Memphis Industrial Development 
Committee, the two men have played 
an important part in attracting new 
industry to the Mid-South area. 


5 


The Second Bank-State Street 
Trust Company, Boston, has elected 
Nelson S. Bartlett, Jr., and Henry H. 
Meyer, Jr., vice-presidents. 


° 


Vice-president in charge of estates 
is the new title for Archibald C. Curry 
at the United States Trust Company, 
New York City. 


- 


In top management changes at 
the Associates Investment Company, 
South Bend, Indiana, E. Douglas 
Campbell has been named president, 
succeeding William F. Gaunitz who 
becomes senior consultant for the 
firm, as well as remaining as a direc- 
tor. 

- 


Vice-president in charge of meth- 
ods and operations is the new title 
for J. M. Squires at the First Security 
Bank, Salt Lake City, Utah. 


. 
Top officers of the new First- 
Wichita National Bank, Wichita 


Falls, Texas, are Carter McGregor, 


Burroughs Clearing House 














IWiexere! 
help 


ahaa! oe” 


“headaches”? 


Consult the ‘Answer Man’ at 
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Involved business problems can most often be 

solved in a hurry with the help of an experienced friend 

like Eddie Dobard of NBC. You'll like the promptness 
and efficiency of NBC’s person-to-person service. It’s the 
shortest route between a job to do and a job well done for you. 


If a letter or a wire is not quick enough, phone EXpress 1371 


EDWARD J. DOBARD 
Vice-President (Louisiana) 
Banks and Bankers Department 


tHE NATIONAL BANK 
or COMMERCE 


IN NEW ORLEANS 
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eas-L-bank 
ENVELOPES 


Distribute these little banks to 
customers and their children, and 
watch your savings business and 
prestige grow. 

Great for youngsters, housewives, 
Christmas clubs—for anyone who 
needs a reminder and a conven- 
ient depository for coins or bills. 


Eas-L-Banks start out flat as 
sturdy, rigid envelopes for mailing 
or hand-out (that expand as sav- 
ings grow). Even a child can set 
up the easel. They can be im- 
printed (for example) with your 
bank on the front and a savings 
message and record on the back. 
Or carry a calendar. Or maybe a 
piggy bank design. Possibilities 
are unlimited. 


Cost? Surprisingly small. The good 
will and advertising value of Eas- 
L-Banks can pay it back with a 
handsome profit. Another Tension 
“first” in business building enve- 
lopes. 





Let us send you 
FREE SAMPLES of Eas-L-Banks 
We'll also include samples 
of other Tension Envelopes 
tailored to banking needs. 


TENSION ENVELOPE CORP. 


Kansas City e Ft. Worth e Des Moines 
Minneapolis e« St. Louis e« So. Hackensack 


Tension Envelope Corporation 
823 East 19th St. Kansas City 8, Mo. 
Please send me FREE samples of Tension 
Eas-L-Bank envelopes and other envelopes 
specially made for the banking industry. 


Name 





Bank_ 





Address 





City. State 
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J. B. WOLVERTON 


C. McGREGOR 


Head consolidated bank 


chairman; Homer Lee and W. Erle 
White, vice-chairmen; and Joe B. 
Wolverton, president and chief execu- 
tive officer. The bank is a consolida- 
tion of the First National Bank and 
the Wichita National Bank. 


& 


Newly elected president of The 
State Bank of Jacksonville, Florida, is 
James B. Lumpkins. 


o 


New vice-president at the Marshall 
& Ilsley Bank, Milwaukee, Wiscon- 
sin, is August N. Renner. 


e 


Earle M. Frankhouser, Sr., has been 
named chairman, and Wilbur I. Die- 
fenderfer has been elected adminis- 
trative vice-president at the Berks 
County Trust Company, Reading, 
Pennsylvania. President Sidney D. 
Kline was also named chief executive 
officer. 

° 

The Bank of North Wilkesboro, 
North Carolina, has named W. O. 
Halfacre president and J. R. Hix 
chairman. 

. 


New vice-president of the Western 
Savings Fund Society, Philadelphia, 
is Henry C. Smith. 

* 


The Rochester (New Hampshire) 
Savings Bank & Trust Company has 
elected Walter L. Darrell president. 

* 

New president of the Hillsboro 
(Texas) State Bank is E. G. Murphree. 
S 

The Irving Trust Company has 
named Harold G. Brownson head of 
the bank’s branch office division. 

* 

At the Northwest National Bank, 
Dallas, Texas, Tom Hardin has been 
named president. 

a 

It was incorrectly stated that Duane 
Pemberton had been elevated to presi- 
dent of the First National Bank, 
Independence, Missouri, in the Febru- 








ary, 1960 issue of the Burroughs Clear- 
ing House. James Nicol remains as 
president and Mr. Pemberton’s pro- 
motion was to vice-president. 

> 


Gregory B. Schaefer has joined the 
Northern Bank, Milwaukee, Wiscon- 
sin, as vice-president. 

+ 


Joel Penton has been named vice- 
president of James Talcott Western, 
Inc., wholly owned subsidiary of 
James Talcott, Inc., New York City. 

In a later promotion at James 
Talcott, Theodore B. Luse was named 
vice-president of the parent firm. 

o 


Robert H. Hazen is president and 
Robert E. Downie is vice-president 
and treasurer in changes at the Ben- 
jamin Franklin Federal Savings and 
Loan Association, Portland, Oregon. 

° 


New president of the First National 
Bank of Winnsboro, Texas, is T. A. 
Wright. 


5d 


Malvin F. Gstalder has been elected 
president succeeding John W. Whit- 
ing in changes at the First National 
Bank, Williamsport, Pennsylvania. 
Mr. Whiting is now chairman. 


o 


Wayne W. Pyeatt has been elected 
vice-president of 
the First National 
Bank, L ittle Rock, 


Arkansas. The 
new loan officer 
joined the bank 


after serving with 
the Searcy (Ar- 
kansas) Bank for 
the past 12 years. 
In a second pro- 
motion, Harry L. 
Snider, Jr., was 
named public relations and business 
development officer at the bank. 


° 


W. W. PYEATT 


The Railway Express Company, 
New York City, has appointed Robert 
A. Sauer vice-president and controller. 


° 


In promotions at the Hadley Falls 
Trust Company, Holyoke, Massachu- 
setts, Hollis E. Brown becomes vice- 
president and comptroller, James M. 
Purce becomes vice-president, and 
John G. Wallace is now assistant 
vice-president. 


Supervisory approval has_ been 
granted to establish the Peachtree 
Bank and Trust Company, in Cham- 
blee, Georgia. W. B. Oliver is slated 
to become chairman, and B. Davis 
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AND 
TRUST COMPany 


RATED 1893 
HOME OFFicE 


33 SOUTH , 
4 


Every Title Insurance and Trust Company Policy is backed by... 










7 @ a sound, conservative management. 
* @ assets of over $75,000,000. “Since 1893 
i. ™@ complete land records. 


» mw America’s largest staff of title specialists. 1 
‘ @ over 65 years of experience. = ary and 
rust Company 


No wonder a safe, dependable T./. policy is California's 
ee best safeguard for buyers, builders, sellers and lenders. 433 SOUTH SPRING STREET, LOS ANGELES 54 
MAdison 6-2411 


TITLE INSURANCE AND TRUST COMPANY OPERATES THROUGH BRANCHES, AFFILIATES AND SUBSIDIARIES IN 30 CALIFORNIA COUNTIES, AND 
THROUGH OTHER SUBSIDIARY COMPANIES, OFFERS COMPLETE TITLE SERVICE THROUGHOUT THE STATES OF NEVADA, OREGON, WASHINGTON. 






April, 1960 65 





HOW TO GIVE 
CUSTOMERS 
FASTER 

AND BETTER 
WINDOW 
SERVICE 
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make personal 
services pleasantly 
efficient with 
4 Allison Coupon 
Payment Books: 


® time-consuming window 
accounting is eliminated. 


@three customers are 
served in the time now 
required for one. 


e waiting time becomes 
a thing of the past. 


® operating costs are 
reduced on all work. 


informative booklet | 
and samples 











Ro ee, 
| ALLISON COUPON COMPANY, INC, 

] P.O. Box 102, Indianapolis 6, Indiana 

| Please send me information and samples 
| showing how Allison Coupons will make our 
| personal services more pleasing at less cost. 
| Name 

Firm 

| Address_ 

{ 

| 


City and State 





mail coupon today to... 


ALLISON COUPON 
COMPANY, INC. 


P, O. Box 102, Indianapolis 6, Indiana 
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Fitzgerald, Jr., is expected to be presi- 
dent of the new bank. 
a 


New president of the National 
Bank, Sarasota, Florida, is Lucien 
Harris, III. 


5 


John J. Kendrick has been elected 
president of the First National Bank 
Brownfield, Texas. 

a 


New vice-president of The First 
National Bank, Florence, Alabama, is 
Fred Moore. 


° 


The Williamsburg State Bank, 
Kingstraw, South Carolina, has 
named Louie L. Law president. 

a 


The Citizens Bank, Sarasota, Flor- 
ida, has elected A. T. Wheeler, Jr., 
president. He succeeds Tom Bell who 
will continue as chairman. 

* 


Cashier is the new title for William 
D. Anderson at the Deerfield (IIli- 
nois) State Bank. 


A. W. Frame becomes chairman, 
and James W. Wright becomes presi- 
dent in changes at the Citizens- 
Waynesboro Bank, Waynesboro, Vir- 
ginia. 

. 


Newly elected president of the First 
National Bank, Gardner, Massachu- 
setts, is Robert M. Crouch. 


% 


Roy L. Baker, Jr., has been elected 
president of The Security Bank, Har- 
rison, Arkansas. 


* 
The North Hills State Bank, Kan- 


sas City, Missouri, has named Neil 
Barron president. 


° 

In top management changes at the 
Commercial Bank, Daytona Beach, 
Florida, Henry C. Coleman becomes 
chairman, Robert L. Coleman is now 
vice-chairman, Richard F. Livingston 


In top officer posts 


H. C. COLEMAN 


R. F. LIVINGSTON 








becomes president, and Allan T. Par- 
sons is the new executive vice-presi- 
dent. Arthur R. Brown has been made 
vice-president. 

* 


Oran S. Parker has been named 
vice-president in 
addition to his 
present office of 
secretary and 
treasurer at The 
Connecticut Bank 
and Trust Com- 
pany, Hartford. 
Mr. Parker has 
been with the 
bank since 1919 
and has been an 
officer since 1933. 
William F. Cavanaugh, Arthur N. 
Johnson and Walter J. Zaborowski 
have been promoted to assistant vice- 
presidents. 





0. 8S. PARKER 


Sd 


New president of the First National 
Bank, Cullom, Illinois, is John W. 
Shearer, Jr. 

. 

Lloyd E. Davis has been elected 
president of the Peoples National 
Bank, Lampasas, Texas. 


In promotions at The Chester 
(New York) National Bank, James 
W. Sturr becomes president and 
Walter A. Warner becomes chairman 
of the board. 


aa 


Hollis E. Morris has been named 
president of the Fulton County Fed- 
eral Savings and Loan Association, 
Atlanta, Georgia. 


5 


New cashier of the Mechanics and 
Farmers’ Bank of Albany, New York, 
is Ralph W. Gillespie. 


5 


Wilbur Strong is now president and 
Brazos Varisco has been named chair- 
man of the First National Bank, 
Hearne, Texas. 


° 


President is the new title for Alvin 
C. Stone at the Elk Horn Bank & 
Trust Company, Arkadelphia, Arkan- 
sas. 

+ 


J. B. Thompson has been elected 
president of the Minonk (Illinois) 
State Bank. 


5 


New president of the State Bank of 
Mayville, Texas, is R. N. Bachhuber. 


* 


At the Wheaton (Illinois) National 
Bank, Francis E. Weimer has been 
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elected president, and Perry L. Mc- 
Pheeters has been named chairman 
of the board. 


° 


New president of the Guardian 
Mutual Savings Bank, Milwaukee, 
Wisconsin, is Edwin Gehl. 


2 


H. B. Moore is now president, and 
George M. Reeves is chairman at the 
First National Bank, Vinita, Okla- 
homa. 


5 


New president of the First National 
Bank, Shenandoah, Vermont, is Cecil 
C. Graves. 

7 


Charles L. Long has been named 
president of the First National Bank 
& Trust Company, Steubenville, Ohio. 


oa 


The Powell (Texas) State Bank 
has elected R. E. Bush president. 


o 


At the Aurora (Missouri) Bank, 
R. L. Brown has been named presi- 
dent. 


° 


An 87-year-old bank president who 
is still the active head of his bank 
can look back at 
a banking career 
that has done 
much to further 
the prosperity of 
his community. 
R. Lee Morris 
founded the pred- 
ecessor private 
bank to the First 
State Bank of 
Chico, Texas, over 
60 years ago when 
he was operating a chain of small gen- 
eral stores. The bank was converted 
to First State Bank in 1958. Besides 
providing the first banking services 
for the community, he started rock- 
crushing plants in the area and 
has helped in the development of the 
local oil industry. 


R. L. MORRIS 


5 


The Malden (Massachusetts) Trust 
Company has named G. Dana Bill 
vice-president. 

. 


The new Sharpstown (Texas) State 
Bank will be headed by B. D. Tucker 
as chairman, Charles E. McLean as 
president, and Nelson Long as vice- 
president. 

e 


Ballard Burgher is now chairman, 
and DeWitt T. Ray, Jr., is president 
of the Guardian Savings & Loan As- 
sociation, Dallas, Texas. 


April, 1960 





HOW SILENT GLOW’S 


Ninless INCINERATORS 


SOLVE THE COMMON AND 
UNCOMMON DISPOSAL PROBLEMS 
OF BUSINESS AND INDUSTRY 










CONFIDENTIAL PAPER DESTROYER 


HEAVY-DUTY INCINERATOR 


For recommendations on any special 

disposal problems you have, write giving type 
and volume of trash or other kinds of refuse you 
wish to destroy. And request detailed 

literature on our incineration equipment. 


> Mo wv0R> MO SMOKE MO FLY-ASH 


Through constant research and de- 
velopment, Silent Glow has produced 
increasingly more efficient inciner- 
ation equipment to solve the serious 
disposal problems... commercial, 
industrial, recreational, residential. 
Whatever the requirement, there's a 
Silent Glow unit to meet the demand. 


Silent Glow’s scientific multiple 
chamber burning reduces trash toa 
fine white ash with complete safety 
... without smoke, odor, or fly-ash 
...and without use of auxiliary fuel! 


Designed especially for complete, 
secure destruction of confidential 
paper information, Silent Glow’s 
unique Confidential Paper Destroyer 
(top photo) is used by banks, em- 
bassies, Atomic Energy offices, 
military stations, security-wise 
companies throughout the world. 
Capacities range from 1% to 30 
bushels. 


Bottom illustration shows the design 
of the 300 pound per hour inciner- 
ator at Liberty Island, N.Y., home 
of the Statue of Liberty. This unit 
features ‘‘no-chimney” design, effi- 
cient ‘‘no-smoke”’ operation. 
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PLACE VENDOME, PARIS. AT THE LEFT. BANK OF AMERICA’S PARIS BRANCH 


Man- on-the g spot in Paris 


In France, and all over Europe, new business _ offices of our International Banking Organization. 


opportunities arise daily. And whenever you can 
profit by such developments, this Bank of America 
financial expert can help you make the right move. 

He’s typical of the men-on-the-spot who, in 
leading trade centers the world over, staff the 


Each of these men can provide you with market re- 
ports, credit information, business contacts — plus, 
of course, banking assistance of every description. 

Just give us a call. Wherever you do business 
abroad, there’s no better way to get things done. 


OVERSEAS BRANCHES: London® Manila ® Tokyo * Yokohama ® Kobe ® Osaka ® Bangkok © Guam 

REPRESENTATIVE OFFICES: New York ® Washington D.C. © Chicago ® Mexico City * Havana BAN K AM 4 

Rio de Janeiro * Buenos Aires ® Lisbon ® Milan ® Zurich ® Paris © Duesseldorf ® Beirut © New Delhi 

BANK OF AMERICA (international)—a wholly owned subsidiary: New York ® Guatemala City 


Paris © Duesseldorf © Hong Kong © Singapore ®© KualaLumpur © Beirut; BANCA 
D’AMERICA E D'ITALIA: over 60 Branches throughout Italy; CORRESPONDENTS WORLD-WIDE 
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NATIONAL TRUST AND SAVINGS ASSOCIATION ® MBR., F.D.1.C. 
HEAD OFFICES: SAN FRANCISCO 20 ® LOS ANGELES 54 
BANK OF AMERICA (INTERNATIONAL) NEW YORK CITY 5S 
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Banks Eye New Peaks 
in °60 Earnings-Deposits 

The world’s largest banks are ex- 
pected to hit new heights in 1960, 
topping their stellar 1959 perform- 
ances in both deposits and earnings. 

Morris A. Schapiro, president of 
the New York City investment firm 
bearing his name, predicted that the 
1960 net operating earnings of the 
top 25 U.S. commercial banks will 
be 12 to 15 per cent higher than in 
1959. In the first quarter, he said, 
the 12 New York City banks alone 
should show a 25 per cent increase 
in earnings over the like 1959 period, 
or reach $87 million as compared to 
$69 million. 

He urged New York City banks 
to press Congress for more competi- 
tive rates for foreign time deposits. 


The 3 per cent limitation under Reg- 
ulation Q, he said, had some bearing 
on an $804 million interbank time 
deposit decline in the New York City 
banks. This reduced the total of these 
accounts by nearly 50 per cent. 

Net operating earnings for the top 
25 U.S. banks totaled $628,457,000 
in 1959, up some 14.4 per cent over 
1958, he continued. This represented 
a return of 10% per cent on capital 
funds, against a 9.40 yield the previ- 
ous year. Mr. Schapiro stressed that 
the 1959 earnings were generated at 
yields below the prevailing interest 
rates on loans and securities avail- 
able in the market. As the yields 
realized by banks on loans and in- 
vestments moves up to current inter- 
est rates net operating earnings will 
increase, he said. 


Most of the larger U.S. banks did 
quite well, as is evident in the chart 
below. Overall, earnings were up 
14% per cent. But the West Coast 
banks did even better. California 
Bank, for example, boosted its earn- 
ings per share by more than 29 per 
cent, while Security First National 
of Los Angeles, and First Western 
Bank of San Francisco posted in- 
creases of 22.8 per cent and 20.1 per 
cent, respectively. 

The earnings of large Eastern 
banks were all the more remarkable, 
because in most instances deposits 
declined from a year earlier. The 
large British banks Barclays, 
Lloyds, Midland, National Provincial 
and Westminster—showed profits up 
from 21.1 per cent at Westminster to 
30.4 per cent at Midland. Increased 


British banks showed sharpest profit gains last year, but earnings were up at most larger institutions 
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| Earnings-Deposits Trends of World's Largest Banks 
‘ Earn-* Capital* Loans* 
Deposits, Pct. ings Per Pct. Millions Millions 

Dec. 31, 1959* Change | Share | Change | of Dollars | of Dollars 
a Bank of America, Sin Francisco... $10,624,958,182 +3.1 $ 3.37 | +11.9 $633 $6,600 
2. Chase Manhattan Bank, New York... a 7,526,300,362 +1.9 4.91 | +16.1 656 4,489 
3. First National City Bank, New York... 7,103 ,582,539 +1.3 5:66 +12.7 729 4,416 
4. Midland Bank Limited, London.._............0..... 4,680,282,799 +7.5 .49 +34.0 122 1,742 
| 5. Barclays Bank Limited, London.................... 4,670,218,779 +6.2 31 +16.0 177 1,814 
6. Royal Bank of Canada, Montreal.................. 3,966,501,463 +1.1 6.59 —3.0 269 1,889 
7. Lloyds Bank Limited, London........................ 3,856,466,424 +6.1 .28 +25.0 169 1,428 
8. Chemical Bank New York Trust, New York.. 3,711,176,704 —8.7 4.60 +12.7 397 2,222 
9. Morgan Guaranty Trust, New York.............. 3,362,998,235 —4.8 5.86 +12.6 518 2,260 
10. Security First National, Los Angeles._........... 3,216,402,537 +4.2 3.99 +22.8 239 1,553 
ee | ERROR ee | eee re? 3,148,118,408 —1.3 4.29 —3.5 210 1,861 
12. Manufacturers Trust Company, New York.. 3,045,521,143 —6.5 4.69 +15.2 231 1,462 
13. Westminster Bank Limited, London.............. 2,940,712,490 +6.8 a +22.0 108 1,118 
14. Canadian Bank of Commerce, Toronto..._..... 2,872,571,941 —1.8 4.50 —4.4 195 1,260 
15. First National Bank, Chicago........................ 2,707,635,783 | +10.1 5.10 +12.8 276 1,586 
16. Bankers Trust Company, New York............. 2,703,122,774 —2.7 6.80 + 24.3 277 1,581 
17. National Provincial Bank, London................ 2,577,680,000 +6.7 -47 | +51.0 101 985 
18. Continental Illinois Nat’l Bank, Chicago. egies 2,387,106,515 —6.3 852 | +832 282 1,290 
19. Bank of Nova Scotia, Halifax._....................... 1,807,096,677 +7.9 5.67 —5.8 o4 1,096 
20. National Bank of Detroit................................ 1,785,825,595 +1.1 5.10 +7.8 156 775 
21. Toronto-Dominion Bank, Toronto.................. 1,761,945,961 +1.4 4.98 —2.5 87 761 
| 22. Mellon National Bank, Pittsburgh.............. 1,753,271,243 —4.4 8.94 +6.9 290 1,049 
23. American Trust Company, San Francisco...... 1,709,142,267 +2.2 4.12 +14.1 124 976 
| 24. Irving Trust Company, New York.. Sein 1,673,956,971 —5.7 2.95 +13.9 143 952 
| 25. Crocker-Anglo Nat’l Bank, San Francisco. ad 1,656,679,664 +8.5 2.56 +14.8 125 972 
26. First National Bank, Boston...........................- 1,606,879,773 —2.8 7.29 +12.2 197 961 
27. Hanover Bank, New York.........................-..-- 1,586,959,072 —7.4 3.97 +12.8 177 940 
28. Cleveland Trust Company............................... 1,332,147,052 —1.2 26.96 +13.5 116 827 
29. California Bank, Los Angeles........................-. 1,196,002,461 +7.6 3.89 +29.2 72 637 
30. First Pennsylvania B&T, Philadelphia.......... 1,075,710,902 +0.6 3.92 +13.0 92 628 
31. First Western B&T, San Francisco................ 1,062,401,278 +9.3 2.69 +20.1 72 572 
*Converted to U.S. dollars using $2.80 for the English pound and $1.05 for the Canadian dollar 
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instalment loan activity and lower 
interest rates were the prime factors 
in the gains. All of the bigger British 
banks have also raised new capital, 
to increase their loan base and pro- 
vide more loanable funds. 
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Unique Information Service 


The Commonwealth Savings Bank 
of Australia and the Commonwealth 
Trading Bank of Australia have es- 
tablished a migrant information 
service to assist new settlers with 
information and advice about their 
new country. Most of the informa- 
tion handed out has nothing to do 
with banking. 

The service, which began in No- 
vember, 1958, operates from centers 
which are located in the capital city 
of each Australian state, with na- 
tional headquarters in Sydney. 

These centers are attractively de- 
signed and are staffed by specially 
selected and trained employees and 
officers. 

Each center incorporates a com- 
fortably furnished lounge/reading 
room where the latest copies of over- 
seas magazines and newspapers ‘are 
available. 

Realizing that language was one 
of the greatest barriers in the ready 
understanding of migrants’ prob- 





Special staffs and information geared to immigrant needs 


lems, the Commonwealth Banks 
staffed the migrant information 
service centers with skilled linguists 
able to talk to the migrant in his own 
language. 


After 16 months of operation 75,- 
444 people from 33 countries have 
sought information and advice at the 
centers. In addition, over 28,000 mi- 
grants visited the centers to browse 
in the reading rooms. 


Inquiries have been of almost in- 








AUSTRALIA OFFERS 
opportunities for industries 


United States investment in Australian industry already totals 
over 500 million dollars. With its rapidly expanding local market 
and proximity to South-East Asian markets, Australia continues 
to provide opportunities for industries. 














If you are inter- 
ested in Australia 
and require indus- 
trial, economic, or 
market information, 
you are invited to 
use the compre- 
hensive facilities of 
the Bank of New 
South Wales, the 
oldest and largest 


commercial bank operating in Australia, New Zealand, Fiji, 
Papua and New Guinea, with over 1,000 branches and agencies, 


BANK OF NEW SOUTH WALES 


ESTABLISHED 1817 


Head Office: Sydney, Australia 
International Division — John W. McEwen, Chief Manager. 





70 





finite variety—questions about citi- 
zenship, travel facilities, housing, 
employment, agriculture, finance, 
education, industry, politics and tax- 
ation. Naturalization papers, insur- 
ance claim forms, income tax assess- 
ment forms, trade _ qualification 
certificates and a host of other docu- 
ments have been translated, ex- 
plained, and assistance given in their 
completion. 

The centers are open the normal 
office hours, and also during some 
evenings and on Sundays. 

Staffs at the centers use their own 
comprehensive, up-to-date reference 
libraries and handle the majority of 
inquiries without additional outside 
reference. 

The migrant information service 
co-operates closely with the Govern- 
ment Immigration Departments, mi- 
grant organizations and _ others 
directly concerned with migrant as- 
similation. 
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British Investment Service 


Lloyds Bank is offering clients an 
investment service. The program will 
be open to investors with portfolios 
of about $6,000 or more in stocks 
and bonds. Fees will be 0.2 per cent 
a year, based on the portfolio value. 

Some 2,000 investors have already 
taken advantage of the plan, but 
until recently banks have been for- 
bidden by London Stock Exchange 
regulations from publicizing such ac- 
tivities. This ban has now been 
removed. 

Lloyds Bank hopes to relieve in- 
vestors of routine paper work such 
as that connected with scrip issues 
or dividend collection. It feels that 
many small investors have suffered 
unnecessary losses through igno- 
rance or neglect of such matters. 

In addition, investors will be given 
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“Because appraisal of municipals is so helpful 
to our customers..:we’ve made a specialty of it” 


Accurate, complete securities appraisal 
depends on experience as well as market 
knowledge. Particularly in municipal bonds. 
Our Bond Department staff under Maurice 
Hatcher is widely known for this service... 
a vital aspect of portfolio planning aimed at 


Mf FIRST NATIONAL BANK in Dallas 


maximum profit. From specific municipal 
credit reports to broad views on the money 
market and the national economy, you get 
prompt service geared to your needs. To find 
out more, ask for Chester Albritton at the 
First National Bank in Dallas, 


Give us an opportunity to say yes to your correspondent banking needs! 


Member Federal Deposit Insurance Corporation 


CHESTER ALBRITTON, 
vice-president in charge 
Of correspondent services 








expert advice on their security hold- 
ings tailored to their specific require- 
ments. 

Lloyds Bank will be prepared to 
take more direct responsibility for 
portfolio management. It will be pre- 
pared (after due: authorization) to 
vary investment holdings from time 
to time on its own responsibility or 
after reference to the customer. 

The service will be: handled by 
32 Lloyds’ Trustee and Executor 
Area Offices. These offices, scattered 
over the whole country, already have 
experience in investment manage- 
ment activities, but they will be rein- 
forced by a supervisory group of 
specialists who will visit the local 
offices at regular intervals. 
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New Book Outlines 
French Business Laws 


French Civil Code _ variations 
from typical Anglo-American busi- 
ness procedures are treated in the 
new book, Business Associations 
Under French Law. 

The 589-page study compares the 
two great trading systems and points 
out the main differences in customs, 
usages and rules, devoting particular 
attention to “the Civil Code which 
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Fine reference work 


is used by more people as the basis 
for commercial intercourse and busi- 
ness dealings among themselves than 
is either the common law of England 
or the American Law,” according to 
the author, Edgar M. Church, New 
York City lawyer. 
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@ industrial Finance 


@ Experience in Management 


of Foreign Capital 


Established in 1902 


THE 


INDUSTRIAL BANK 
OF JAPAN, LTD. 


Head Office: Marunouchi, Tokyo, Japan 
New York Office: 30, Broad Street, New York 4, N.Y. 








Mr. Church, a Yale Law School 
graduate, spent six years in prepar- 
ing this fine reference work. He 
points out the various types of busi- 
ness enterprises that are functioning 
in France, details the limitations or 
restrictions in their activities, out- 
lines the broad powers of manage- 
ment, discusses their obligations to 
stockholders, and then cites what 
measures can be taken to increase 
capital, and the like. 

Civil liabilities, securities, ac- 
counting procedures, general legal 
principles and transfers are among 
the many topics discussed in the 
study. These are covered in 454 sepa- 
rate entries or essays, which can be 
referred to through the index. A 14- 
page glossary of French legal termi- 
nology is included, enabling the 
reader to gain a better understand- 
ing of the Civil Code. 

Copies of the book may be obtained 
from Matthew Bender and Company, 
255 Orange St., Albany 1, New York. 
It is priced at $25 per copy. 
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Operations Conference 


The use of checks and demand de- 
posits in Latin American countries 
and the clearing and collection of 
checks through the banking system 
of each country was the prime ob- 
jective of a recent meeting in Bogota, 
Colombia, according to James V. Ver- 
gari, vice-president and cashier of 
the Federal Reserve Bank of Phil- 
adelphia, Pennsylvania. 

Mr. Vergari was one of a group 
of central bank representatives who 
prepared the agenda for the confer- 
ence, which was sponsored by the 
Center for Monetary Studies in Latin 
America. CEMLA, as it is commonly 
known, is an organization of Latin 
American central banks. 

Dr. Iganacio Copete Lizarralde, 
head of the Banco de la Republica, 
Bogota, was chairman of the confer- 
ence, which was attended by bank 
supervisors and representatives of 
central and commercial banks from 
15 countries—Argentina, Brazil, Co- 
lombia, Ecuador, El] Salvador, Guate- 
mala, Haiti, Honduras, Mexico, Pa- 
nama, Peru, Uruguay, Venezuela, 
England, and the United States. 

The representatives presented re- 
ports on studies of check problems, 
including a study of the level of check 
mechanization feasible for Latin 


American banks in deposit account- 
ing and check handling in which all 


central banks submitted data on 
check activity and related informa- 
tion for their particular countries, 
said Mr. Vergari. He added that com- 
mittees were formed to discuss such 
topics as: bank collections; stimulat- 
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ing the use of checking accounts in 
the various countries; establishment 
of interlocal or regional clearing of 
checks; problem of checks drawn 
against insufficient funds; mecha- 
nization and automation of check 
handling and deposit accounting, 
need for changes in the laws of each 
country to facilitate demand deposit 
accounting and the use of checks. 

“IT am looking forward to many 
mutual benefits for our labors,” Mr. 
Vergari said. “It is a splendid exam- 
ple of cooperation and interchange of 
ideas and experiences among the 
banking systems of the American 
‘ontinent. Many benefits will accrue 
to the developing economy and future 
progress of South, Central and North 
American countries.” 


° ° ° 


Swedish Brokers Gain 
Higher Commissions 


Sweden has established new rules 
for the Stockholm Bourse which will 
enable brokers to charge larger com- 
missions. At the same time, it is al- 
lowing brokers to quote prices on the 
shares of Swedish subsidiaries. 

The latter move will also apply 
to Swedish subsidiaries operating 
abroad. But the government turned 
down the brokers’ request for per- 
mission to deal in shares of foreign 
registered companies not already 
listed. 

The new regulations went into ef- 
fect on March 1 and will last until 
December 31, 1969. 


e * . 


Australian Progress 


The progress and potential for 
Australia are aptly described in a 
new booklet just released by The 
English Scottish & Australian Bank 
Limited, Melbourne. 


Outlines growth, potential 
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The unique A.N.Z. Bank 
“Index of Australian Factory 
Production”, developed to 
assist analysis of movements 
in factory activity and busi- 
ness conditions, is a regular 
feature in A.N.Z. Bank 
“Quarterly Survey”, which 
also contains articles on cur- 
rent outlook in Australia 
and New Zealand and other 
features of industrial, business and agricultural interest. A copy 
will gladly be sent free on application on your Company’s 
letterhead to: 


General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 


or 
The Manager 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 


Other bank publications, also free on request, 
include “Establishment of Industry in Australia”, 
“Australia’s Continuing Development”, 
and ‘New Zealand's Continuing Development”. 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
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William Bustard’s mural, above, is one 
of many innovations at Surfers Para- 
dise branch, shown to the left. Mural 
features, frem left to right: New York 
City Skyscrapers; Parliament House, 
Ottawa, Canada; Canadian maple tree; 
Indian wigwam and totem pole; Castle 
Neuschwanstein in Bavaria; Eiffel 
Tower, Paris; Paris Opera House; St. 
Peters, Rome; Leaning Tower of Pisa; 
Big Ben and Parliament House, Lon- 
don; St. Brides, tallest London spire; 
Trafalgar Square; St. Pauls, London; 
Town Hall Tower, Brisbane; Sydney 
Glass Skyscraper; Carillon, Welling- 
ton, New Zealand; Canberra Parlia- 
ment House; Flinders St. Station, 
Melbourne; Sydney Harbor Bridge and 
Pylons; Malayan Temples; the Great 
Pyramid; St. Sophias, Istanbul; New 
Guinea community house; native 
house, New Zealand; Taj Mahal; St. 
Basils, Moscow; Budda; Queen of 
Heaven Temple, Ning-Po; Chinese 
Pagoda; Fujiyama mountain, Japan; 
Yaska Pagoda, Japan; Sacred Gateway 
of Shinto faith, Japan 


30-foot mural and tropical fish attract newcomers to fast-moving Australian branch 


Titled Peg a Stake in Australia, 
the 36-page brochure is especially 
aimed at outlining the opportunities 
that Australia offers to foreign busi- 
nessmen. Primary emphasis is given 
to the country’s natural resources 
and industries, and the growth of 
these important segments in the past 
decade. 

These facts are supplemented by 
four-color photographs of key land- 
marks and business enterprises. The 
liberal use of charts and graphs give 


the reader an excellent idea as to 
what is happening “down under.” 
Population, agriculture, investment 
incentives, instalment credit, trans- 
portation, and exchange control are 
among the many interesting topics 
covered in this comprehensive book- 
let. 

Copies of Peg a Stake in Australia 
may be obtained from the Business 
Development Department, The Eng- 
lish Scottish & Australian Bank 
Limited, 287 Collins St., Melbourne. 








Whatever Your Business Is 





If You Contemplate Trading With 
ECUADOR 


contact 


LA PREVISORA 


NATIONAL BANK OF CREDIT 
GUAYAQUIL or QUITO 
ECUADOR — SOUTH AMERICA 


Our Service of the Foreign Division 





| will be of great value fo you. 
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International Flavor 
Keynotes New Branch 

Australian & New Zealand Bank’s 
new premises at Surfers Paradise 
Queensland, Australia provide the 
progressive Gold Coast look. 

A 40-foot pre-cast tower, complete 
with Flasher Direct Read clock, is a 
dominant feature of a building which, 
with its clean sweeping open appear- 
ance, makes the best use of Queens- 
land’s golden sunshine. 

Tropical fish swim happily in four 
tanks backing the customers desks, to 
sooth the customers completing their 
deposit slips. The main varieties are: 
Blue and Pearl Gourami (India) ; 
Golden and Sumatra Barbs (Suma- 
tra); Angels from Amazon; Black 
Widows (Paraquay); and Kissing 
Gourami from Malaya. 

In the main entrance hall of the 
banking chamber, four clocks keep 
pace with time in London, New York, 
Wellington and of course, Surfers 
Paradise. 

The concrete building is finished 
with face brick and tinted glass, 
and has stainless steel fascias, pers- 
pex panels and a copper roof. 

In the customer lounge area, wal- 
nut furnishings tone with the mas- 
sive polished maple uprights behind 
the long writing desk. 

In keeping with the international 
flavour and reputation which the 
Gold Coast is earning for Australia, 
is the 30 ft. by 5 ft. flat oil mural 
featured on the rear wall of the gen- 
eral office. The painting by Brisbane 
artist William Bustard features 
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'T When a 
customer 
needs cash 
working capital 
beyond your 


line of credit COMMERCIAL 
CREDIT 
will welcome 
the opportunity 
: to provide it 
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many buildings of world fame. 

Opened late last year, the branch 
has already been the subject of 
compliments from important State 
and overseas visitors. 


* ® * 


Rhodesia Eases Reserves. 
Cuts Credit Restrictions 


Instalment credit has received the 
go-ahead sign from the Bank of Rho- 
desia and Nyasaland. Sir Anthony 
Grafftey Smith, governor of the cen- 
tral bank, recently announced that 
commercial banks and _ accepting 
houses could legally lower their mini- 
mum reserve’ balances at the bank 
to 6 per cent of their total demand 
liabilities. This freed some £1.6 mil- 
lion (about $414 million) for lend- 
ing purposes. 

In addition, D. Macintyre, the fed- 
eral minister of finance, has reduced 
the down payments needed on various 
consumer good purchases. Instalment 
loan buyers can now make a down 
payment of 10 per cent and pay the 
outstanding balance over a two-year 
period on radios, television sets, 
washing machines, sewing machines, 
pianos, etc., compared to a former 25 
per cent to 50 per cent down pay- 
ment and terms of only 12 to 18 
months. 


e & . 


French Automobile Study 


Banking’s efforts to provide its 
customers with the best in banking 
service, as well as economic know- 
how, is shown to good advantage in 
a report released by Societe General 











Revealing economic analysis 


pour favoriser le development du 
Commerce et de Tl Industrie en 
France, Paris, France. 

The study, “The French Cars and 
the Automobile Market,” points out 
the advantages and disadvantages 
that French producers have to con- 
sider in both export and import mar- 
kets. This is accomplished through 
three separate analyses, which out- 
line (1) the dramatic rise of exports, 
(2) foreign competition, and (3) the 
domestic market. 

One of the major points in the 
report is that competition outside the 
French territories is becoming in- 
creasingly fierce and this at precisely 
the time French automobile manu- 
facturers must rely more on foreign 





Ailes 100 Years’ 
Banking Experience. 
Branches throughout 
South America 


Bank of London & Montreal Limited, 
an affiliate, maintains a network of offices 
in Central America and the Caribbean. 


BANK OF LONDON 


Head Office: London, England 
New York Agency: 34 Wall Street 


& SOUTH AMERICA LIMITED 





sales of its vehicles due to progres- 
sive saturation of the domestic mar- 
ket. 
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British Loan Squeeze 


Britain’s banking boom seemingly 
is coming to an end. Since Govern- 
ment curbs on credit were removed 
in the summer of 1958, bankers have 
been eager to grant loans. In 18 
months bank lending volume rose 
by 50 per cent, to the mutual benefit 
of banker and customer. The govern- 
ment had been encouraging the 
banks so as to push up the level of 
business activity. 

But the Bank of England is apply- 
ing the brakes. After an increase in 
the “Bank Rate” and warnings to 
the commercial banks to limit loans 
had gone unheeded, drastic action 
was taken in the market place. 

The British authorities employ a 
broker to make a market in govern- 
ment bonds and prevent too steep a 
price movement in either direction. 
In February the commercial banks 
were unloading huge quantities of 
government paper onto the market to 
finance their rising loan portfolios. 
One day towards the end of the 
month, when sales of official securi- 
ties had been particularly heavy, the 
government broker showed his teeth. 
Instead of allowing bond prices to 
sag away gently, he suddenly lowered 
his buying price by a full point and 
thoroughly demoralized the market. 
Everybody holding or selling United 
Kingdom bonds suffered a 1 per cent 
loss. 
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Management Notes 


H. W. Whyte, general manager of 
the National Bank of New Zealand 
Limited, Wellington, is the new 
chairman of the New Zealand Bank- 
ers Association. He succeeds R. D. 
Moore, general manager of the Bank 
of New Zealand. 

K. L. Le Sueur, manager of New 
Zealand operations for the Commer- 
cial Bank of Australia Limited, has 
been named deputy chairman of the 
NZBA. 


* e e 


Dr. Raffaele Mattioli, former man- 
aging director of the Banco Commer- 
ciale Italiana, Milan, Italy, has been 
elected chairman of the bank’s board 
of directors. He succeeds the late 
Camillo Giussani. 

Dr. Filippo Migliorisi was ad- 
vanced to managing director of the 
bank, which operates 220 branches 
in Italy and Turkey, and has affil- 
iates in 14 countries in Europe, the 
Middle East and Latin America. 
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‘The Case of the 


: determined dowager 


18 (Hubert, the Harris Lion, relates a true story 
7 about an unusual service performed for one 
. of our correspondent banker friends) 
he 

of "s 


**An officer of a correspondent 
bank of ours called us one day with 
an urgent plea for help. His elderly 
mother, he said, was determined 
to visit our fair city to see the 
sights—and alone! 

‘‘What’s more—she not only 
turned down his offer to drop all 
business and accompany her, but 





ks insisted (with the tip of her cane) 
of that she’d brook no interference 
to on his part whatsoever. 
- **You can see the dual problem 
a. we faced. She had to be escorted— 
‘he . and she had to be induced to ac- 
th. cept this gesture willingly. It was 
to a situation that called for the serv- 
- ices of a person with the wisdom 
oe of Solomon, and the adroitness of 
ted a foreign diplomat. 
ent “Our Mr. M. accomplished this 
mission. Suffice to say—they saw 
| the sights, lunched leisurely, and 
parted warm friends. For our part, 
we were pleased that things had 
of turned out so well. 
ind 
yet *“You can be sure that any prob- 
nk- lem put to the Harris by one of our 
D. correspondents receives the per- 
ink | sonal attention of our officers. Bear # 
7 this fact in mind in considering a & 
a, new—or additional—correspondent 
bas relationship here in Chicago.” 
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Postwar Changes Strengthen Banking in the Netherlands 


By F. W. Mueller 


Chairman, Finance Department, College of Commerce, DePaul University, Chicago, Illinois 














Main office, Amsterdamsche Bank, Amsterdam 


Picturesque Amsterdam is the principal Dutch money center 


Generations of need and experi- 
ence have given the Netherlands a 
host of financial institutions. A ma- 
jority of these “credit institutions” 
must register with the Bank, i.e., 
The Nederlandsche Bank N.V., the 








NEW ZEALAND 


Over the past 94 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 
these two greatly expanding nations. 


More than 800 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED {866 





Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON, 
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central bank of Holland. Commercial 
banks must register regardless of 
their legal form. 

Most of the banks belong to the 
Netherlands Banking Association 
which has about 100 members. But 
in Holland the “Big Four’’—Amster- 
damsche-Incasso, the Nederlandsche 
Handel-Maatschappij (Netherlands 
Trading Society), the Rotterdamsche 
and the Twentsche Banks—dominate 
the scene. They handle more than 
85 per cent of the demand deposits 
and nearly 80 per cent of the loans 
and advances that are reported to the 
central institution for reserve pur- 
poses. 

The deposits of these banks are of 
the two normal types: sight and 
time. There are, however, two types of 


sight deposits: ordinary and deposit 
accounts. Ordinary accounts are best 
represented as personal accounts 
into which currency and checks for 
collection are deposited and against 
which checks are drawn for normal 
payments. Deposit accounts also per- 
form the same function, but in addi- 
tion are accounts against which the 
bank will honor overdrafts. In short 
these are business borrowing ac- 
counts. 

The time deposits also are divided 
into two types: those at a fixed pe- 
riod and those subject to notice. The 
fixed period deposits will normally 
run for three, six, nine or twelve 
months, the time being determined 
when the deposit is made at the 
bank. 

Interest is paid on all deposits at 
varying rates. Sight deposits draw 
14 per cent, while time deposits draw 
from °4 per cent for 3 months, fixed 
deposits up to 11% per cent per year. 
This scale changes as dictated by the 
money. market. 

Reserves against deposits are a 
postwar innovation. The central bank 
can require legal reserves of up to 
15 per cent of deposits. Rather than 
impose reserves, the central bank has 
worked out a voluntary “gentleman’s 
agreement,” and the banks volun- 
tarily maintain these reserves with 
the central bank. 

The Dutch bank has two main 
means to build its earnings asset 
portfolio, i.e., instruments of short- 
term credit and the investment port- 
folio. Short-term credits are granted 


Dutch “Big 4’ dominate aggressive battle for deposits and loans 


Headquarters, Rotterdamsche Bank, Amsterdam 
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Amsterdam facility, De Twentsche Bank 


Branch systems flourish 


by way of the bill, the promissory 
note and the overdraft advance. The 
overdraft or advance on current ac- 
counts represent more than 95 per 
cent of all short-term loans. 

The overdraft which can be used 
at will up to the agreed limit within 
a specified period, usually a year, is 
a most flexible device. An account 
will move from a credit to a debit 
depending upon the extent to which 
the facility is used. 

The rate on overdrafts is a com- 
petitive and free rate, related to the 
central bank rediscount rate, though 
not automatically as in England. It 
is normally 1 per cent above bank 
rate with what appears to be a fairly 
uniform minimum of 5 per cent. 

The bond portfolio among Dutch 
banks is very limited. They purchase 
no open market securities of private 
corporations. They do hold govern- 
ment bills and bonds, and have un- 
derwritings of their own. They also 
bid for bills at the infrequent offer- 
ings of the government and occasion- 
ally buy from the bill brokers. But 
the banks may participate in under- 
writings of securities, denied to 
banks in the United States by the 
Securities Act of 1933. If the market 
“goes against” the issue or public 
subscription is not enthusiastic, the 
banks simply hold the unused por- 
tion for a while. However, this prac- 
tice applies only to “syndicate” un- 
derwritings and not to “guichet” en- 
gagements, where the securities are 
sold exclusively on a commission 
basis. 

Amsterdam has a_ sophisticated 
money market, not dissimilar to the 
London market. Ten discount houses 
form the core of the market. These 
houses at one time discounted bills 
and acceptances, but today they deal 
only in government bills. They com- 
mit their own funds of course, plus 
a large volume of call money. 
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Bankers in the United States 
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who need a helpful connection mn Canada 


turn with confidence 
to the bank that’s called “The Bank” in Canada. 


~ EEEM TORONTO-DOMINION EVUCS 


Head Office: Toronto, Canada 
New York Agency: Chicago Office: 
45 Wall Street, New York 5, N. Y. 30 West Monroe St., Chicago 3, Illinois 


Over 550 branches coast to coast 
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Canadian Bank Earnings 
Rise 5 Per Cent in 1959 


Overall balance sheet of Canada’s 
nine chartered banks for 1959, filed 
in the Canadian Parliament recently, 
showed net operating earnings for 
the year at $162,000,000. This was 
up 5 per cent from $153,500,000 the 
previous year. The report covers the 
banking fiscal years ending between 
September and November. 

Total operating earnings for 1959 
were $746,800,000, up from $673,- 
400,000 in 1958. Operating expenses 
rose to $584,800,000 from $519,- 
900,000. 

After provision for income taxes, 
for losses and additions to inner re- 
serves the net earnings of $162,000,- 
000 dropped to $47,600,000 for divi- 
dend payments to shareholders and 
$20,200,000 for additions to share- 
holders’ equity. Dividends continued 
their steady climb of recent years, 
being up from the $40,000,000 of 
1958. The 1959 equity additions were 
the lowest since $15,100,000 in 1955. 
In the three intervening years they 
had remained around $29,000,000. 

The breakdown of the $746,800,000 
in operating earnings showed $455,- 
100,000 from interest and discounts 
on bank loans. Another $169,400,000 
was from interest, dividends and 
trading profits on securities. The 
balance of $122,300,000 was listed 
as from exchange, commissions, 
service charges and other sources. 

Major charges to operating ex- 
penses were $241,200,000 in interest 
paid on bank deposits, and $211,- 
600,000 for employees. Bank con- 


By JAMES MONTAGNES 


tributions to pension funds totalled 
$13,100,000, while $16,400,000 was 
allowed for depreciation of bank 
premises. Other expenses accounted 
for the $102,500,000 balance. 
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New Quarters Reflect 
Growth in Banking | 

A four story headquarters of the 
Bank of London and Montreal has 
been opened at Nassau, Bahamas. 
The bank, formed in October 1958, 
by the Bank of London and South 
America, and the Bank of Montreal, 
now has 20 branches throughout the 
Caribbean area and South America. 
The new headquarters has a bank- 
ing room as well as headquarters for 
the operations of the joint British- 
Canadian owned institution in nine 
countries. 

Canadian Bank of Commerce has 
opened a fifth branch in Jamaica, at 
Montego Bay, to cater to the growing 
Canadian business on this West In- 
dian island. 

The Bank of Nova Scotia has re- 
modeled its main office at Kingston, 
Jamaica, with banking space now 
covering 3,000 square feet, three 
times the former area. The vaulted 
ceiling of the banking room has re- 
cessed lighting, the counters are of 
American Dandy marble, and the 
columns supporting the roof are 
sheathed in Italian green and gold 
mosaic marble. 

An outstanding sign marks the 
new branch of the Royal Bank of 
Canada at the corner of Van Horne 
Avenue and busy Decarie Boulevard, 


Contemporary, functional design seen in new branch quarters 


Below—The Penticon, B.C. branch of the Imperial Bank of Canada is a compactly 
planned office that combines the use of modern building materials with customer 


convenience design. 


At right—A three-story high, all-glass exterior marks the 


new London, Ontario branch of the Bank of Nova Scotia. The bank’s coat of arms 
highlights the attractive sign suspended above the entrance 
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Montreal. The sign, on top of the 
one-story branch, can be seen for a 
long distance. The white stone bank 
building has large expanses of glass 
on three sides, and has its own park- 
ing lot. 

The Alberta Avenue, Edmonton, 
branch of the Imperial Bank of Can- 
ada features modern building design. 
Large expanses of glass and buff-col- 
ored brick form the building’s ex- 
terior. Inside, low counters with teller 
partitions are highlighted by recessed 
lighting. 


4 . ¢ 


Mortgage Loan Funds 

Canada’s economic outlook this 
year called for a substantial decline 
in the government’s Central Mort- 
gage and Housing Corporation direct 
lending, Canadian Public Works 
Minister David Walker stated at Ot- 
tawa in mid-February after adding 
$500,000,000 to the CMHC lending 
fund. He stated that much of the 
money for house building must be 
found in conventional private finan- 
cial channels. 

The government raised interest on 
National Housing Act loans last 
December from 6 to 634 per cent in 
order to attract money from private 
sources. 

“The decision to raise the interest 
rate was made reluctantly,” Walker 
said. “The rate had to be attractive 
enough to get approved private lend- 
ers back into the mortgage market 
and yet low enough to protect would- 
be home owners.” 

The new $500,000,000 for CMHC 
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is expected to be the last for the next 
few years, Walker intimated. The 
government has advanced CMHC 
$750,000,000 between 1957 and late 
1959. This high rate of lending can- 
not be continued in a burgeoning 
economy, Walker said. 

Banks, which are limited to 6 per 
cent on loans of all kinds, are ex- 
pected to be less active in mortgage 
loans this year except in isolated 
communities where no other means 
of obtaining loans are available. 
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Banks List Major 
Staff Promotions 

K. M. Sedgewick, general manager 
of the Royal Bank of Canada, has 
been appointed vice-chairman and 
resident chief executive officer at 
Toronto for the province of Ontario. 

Succeeding Mr. Sedgewick is W. 
E. McLaughlin, who has been as- 
sistant to the president for the past 
year. A. F. Mayne, associate general 
manager for non-domestic business 
since 1955, has been named general 
manager for this part of the bank’s 
operations. 

Mr. McLaughlin joined the bank 
at Toronto in 1936, saw service at 
various branches in Ontario and 
Quebec, and became an assistant gen- 








A. F. MAYNE 


W. E. McLAUGHLIN 


Royal Bank appointments 


eral manager of the bank in 1953. 

Mr. Mayne joined the bank in 1925 
as a junior and has served at 
branches * throughout Canada and 
South America. In 1945 he became 
supervisor of the bank’s foreign 
branches and in 1948 an assistant 
general manager. 

Newly-appointed assistant general 
managers of the bank are J. H. 
Cornish who is supervisor of staff, 
and F. E. Case who will be respon- 
sible for investments. 

e 


C. F. Honeyman, manager of the 
Winnipeg branch of the Canada Per- 
manent Mortgage Corporation, has 
been named supervisor of western 
branches of this organization with 
head-office at Toronto. G. Gordon 








Strayer Coin Bag Company, Inc. 


ALL STYLES 
COIN BAGS, 
Wrappers and Straps 


Steel and Aluminum 
COIN TRAYS 


Card Board 
COIN BOXES 





‘Pee sketch it" 


We solicit your inquiries 


BANKERS DEPARTMENT STORE 


New Brighton, Pa. 


ESTABLISHED 1914 
Manufacturers of 


BANK SUPPLIES & EQUIPMENT 


Quality at Reasonable Prices 






EASY-SNAP Collapsible Tan 
Corrugated Paper Board Box Files 


Steel 

storage 
files—Several 
Styles 

made any size 
for every need. 


“We make it" 








Bryce, inspector of branches, has 
been appointed executive assistant 
at head-office, and D. Brown, assist- 
ant inspector of branches since 
1956, is now supervisor of eastern 
branches. 

* 


Gordon W. Hodgson has been ap- 
pointed assistant general manager 
for the guaranteed trust department 
of the Montreal Trust Company, 
Montreal. John E. Main has been 
named assistant general manager and 
will continue as supervisor of its per- 
sonal trust department. 


¢ 


R. A. Treleaven, with the Huron 
& Erie Mortgage Corporation and 
the Canada Trust Company since 
1921, has been appointed assistant 
general manager of both firms. 


5 e ° 


Broad Training Course 

A series of two-week training 
courses in practical banking for 
managers, assistant managers, ac- 
countants and credit officers of its 
branches throughout Canada and the 
Caribbean region, were conducted 
early this year by the Bank of Nova 
Scotia at its Toronto headquarters. 
The courses covered every aspect of 
modern banking, with special em- 
phasis on credit. Specialists from the 
bank and leading chartered account- 
ants, lawyers, and agricultural econ- 
omists from the Canadian business 
world gave lectures. The approxi- 
mately 30 bankers attending each 
course were given a number of writ- 
ten tests on the subjects discussed. 

The courses, under the direction of 
the bank’s supervisor, W. H. Kent, 
covered a wide range of subjects, 
from the fundamentals of credit to 
public speaking. Included were talks 
on staff relations and training, pio- 
neering new banking services, small 
loans, head office organization, ana- 
Jyzing commodity prices, techniques 
of business development and loans to 
municipalities. 

The functions of the inspection de- 
partment, methods and procedures, 
correspondence, the bank’s interna- 
tional department and the bank’s 
premises were other topics. Outside 
speakers dealt with farm credit, 
bankruptcy, questions and answers 
on the Canada Bank Act. Various 
speakers dealt with insured mort- 
gage loans, consumer credit loans, 
and farm and home improvement 
loans. The bankers attending the 
seminar also found out something 
about commodity financing in the 
West Indies where the bank has a 
number of branches. The bank’s in- 
vestment and public relations depart- 
ments were studied. 
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To meet your financial 
needs in Nassau... 


Canadas First Gaunk 





has New Facilities 





\VWWidineee your financial requirements in Nassau or elsewhere in 
the Caribbean area — financing, trusts, estates, exchange control or 
the transfer of funds — the Bank of Montreal can provide you with 
valuable assistance at any of its U.S. offices. 

We can help you, too, in establishing reliable import-export con- 
nections with reputable firms, or in supplying up-to-date information 
on markets, sources of supply, or any other aspect of doing business 
in the Bahamas, The West Indies or Latin America. 

Your inquiries through our New York, Chicago or San Francisco 
offices, or through our International Department at the Head Office 
in Montreal, will receive prompt, helpful attention. 


Bank oF MONTREAL 
Canadas First Sank... Coast-to- Coast 


Head Office: Montreal 
BRANCHES IN ALL TEN PROVINCES 
District Headquarters: 
HALIFAX, TORONTO, WINNIPEG, CALGARY, VANCOUVER 


NEW YORK: Two Wall Street ° SAN FRANCISCO: 333 California Street 
CHICAGO: Board of Trade Bldg., 141 West Jackson Blvd. 


More than 800 offices in Canada, United States, Great Britain 
and Continental Europe ... Banking Correspondents throughout the World 


Resources exceed $3 Billion 


BOLAM HOUSE — 
new head office of the 
Bank of London & 
Montreal Limited, 


“2 Nassau, Bahamas. 
d 


spril, 1960 





The recent opening in Nassau of the 
new Head Office of the Bank of Mont- 
real’s Caribbean affiliate — the Bank of 
London & Montreal Limited (BOLAM) 
— is a significant expansion of the B of 
M’s international facilities, designed to 
meet every financial need of U.S. busi- 
ness people with in- 
terests inthe Bahamas, »* v 
The West Indies or MY HANK 


Latin America. 10 2 MILLION CANADIANS 






BOLAM was formed in October, 1958, 
with an authorized capital of £7,000,000 
and is jointly owned by the Bank of 
Montreal and the Bank of London & 
South America Limited. Today, BOLAM 
serves the Bahamas, The West Indies 
and Latin America through 20 strate- 
gically situated offices. 


SP-473 (M) 








BOLAM BRANCHES IN THE BAHAMAS, COLOMBIA (5), ECUADOR (3), EL SALVADOR (4), 
GUATEMALA (2), HONDURAS, JAMAICA, NICARAGUA AND VENEZUELA (2). 











WHO’S ALWAYS ALERT TO BUSINESS OPPORTUNITIES 
FOR ITS CORRESPONDENTS? First Pennsylvania 


At First Pennsylvania we are on the lookout 
constantly for business-building opportuni- 
ties our correspondents should know about 
promptly. 


Our correspondent officers—such as Charles 
Miller, our New England vice president—know 
that the referring of good customers to our 


88 offices— 
Serving more people more ways 
than any other Philadelphia bank 


Member Federal Deposit Insurance Corporation 


correspondents is an important part of a sound 
(and profitable) correspondent relationship. 


Isn’t this the sort of relation- 
ship you'd like to have in fast- 
growing Philadelphia? Let us 
put our regional correspondent 
officer in touch with you. 


» 
a 


CHARLES MILLER 


First Pennsylvania 
Banking and Trust Company 


Banking since 1782 


Burroughs Clearing House 
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THE BOOKLET COUNTER 








Government Bond Rate ... 
Some searching questions are raised 
about the 414 per cent ceiling rate 
on government bonds and on the 
entire Treasury debt management 
problem in this six-page study re- 
leased by a Chicago bank. After a 
brief review on the importance of a 
ceiling rate, the bank’s financial and 
economic research department poses 
arguments both for raising the rate, 
and for retaining the present 414 
per cent ceiling. The study states its 
answer for each recommendation for 
holding to the present rate, and 
briefly gives the department’s own 
conclusions to the interest rate 
problem. 


Best Business Letters . . . Sec- 
retaries and businessmen alike could 
benefit from this booklet that details 
and helps solve correspondence prob- 
lems. Included in this reference 
source are 60 of the best business 
letters written during 1959 as sales 
letters, collections requests, answers 
to inquiries, “thank you” notes, ad- 
justments, and for many other pur- 
poses. Several of the letters have been 
taken from financial institution files. 
Other letters are from manufactur- 
ers, retailers, hotels and schools. In 
addition to the ideas on letter con- 
tent, the samples provide many sug- 
gestions on letter form. 


Small Business Management... 
A recent monthly letter from a large 
Canadian bank has some sobering 
and constructive thoughts on the op- 
eration of a small business. The au- 
thors of this popular publication dis- 
cuss the basics of business manage- 
ment, what makes businesses fail, 
facts that any business manager 
should know, materials and inventor- 
ies, production, and marketing. The 
letter is also concerned with the 
budgeting requirements of the small 
businessman and the financial assist- 
ance he should expect. 


Vacation Calendar... An un- 
usual “almanacke”’ and vacation cal- 
endar has been published by an in- 
ternational temporary help service. 
The booklet combines a _ vacation 
schedule with handy reference infor- 
mation on tax and billing due dates, 
holidays, employment costs, plus some 
hints on office equipment care and 
use. The almanac styling is authentic, 
even to the point of using Old Eng- 
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lish type and reproducing wood cuts 
as illustrations. 


Depreciation Study . . . Busi- 
nessmen concerned about deprecia- 
tion, and especially about the incon- 























Popular formulas explained 


sistencies between depreciation for 
tax purposes and depreciation in 
financial statements, may find some 
of their questions answered in this 
bulletin published by one of the na- 
tion’s leading business administra- 
tion schools. The authors discuss 
various methods used to estimate the 
useful life of equipment, determine 
its costs and allocate its depreciation. 
Many of the booklet’s 28 pages are 
devoted to the advantages and disad- 
vantages of using an accelerated 
depreciation formula in allocating 
costs. 


Building Consumer Credit .. . 
Bank credit departments, seeking to 
expand their volume of instalment 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














loans, should find this booklet of in- 
terest. Published by a nation-wide 
insurance company, the well-illus- 
trated and easily-read brochure out- 
lines the firm’s insured credit plans. 
In its 15 pages, the authors explain 
the protection advantages of insured 
credit while discussing how the plan 
helps the financial institution build 
consumer credit volume and reduce 
collection cost. Promotional aids sup- 
plied by the firm to member banks 
are also detailed. 


Fidelity Services . . . The story 
of this bank’s services has been told 
pointedly, yet briefly, in this unusu- 
ally-executed booklet. The brochure 
is so designed that an exposed index 
leads the reader’s eyes directly to 
whatever service he finds of interest. 
The brochure also lists the bank’s of- 
fices and pictures the new banking 
quarters. Yet, the overall dimensions 
of the folder are only 7 inches by 
11% inches. One feature of the index 
is that related bank services have 
been grouped under individual bank- 
ing needs. 


Money Study Explained .. . 
The ground rules for the important 
money and credit study now being 
prepared by a _ special committee 
organized by the Committee for Eco- 
nomic Development are spelled out 
in this 18-page progress report. The 
Commission on Money and Credit 
has been studying the country’s fi- 
nancial industry for two years and 
expects to complete its report by the 
spring of 1961. Chief goal of the 
project, according to the booklet, will 
be to determine how well the present 
policies on money and credit function 
as effective tools for furthering na- 
tional economic goals. 


Envelope Economies . . . This 
16-page booklet explores direct mail 
promotions and the area the authors 
refer to as the “twilight zone” be- 
tween advertising and sales. To gain 
an insight into direct mail response, 
this envelope firm had a research 
agency study three separate publica- 
tions to determine what happens to 
an “inquiry”. Results listed include 
how quickly inquiries were answered, 
whether covering letters were used, 
how the letters were reproduced, 
what the contents of the letters were, 
including enclosures, and how the 
inquiries were followed. 
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“Folks in this picture are typical of our customers,” says Purina Dealer Pick (right) 
to Banker Crawford. “They produce the milk, meat and eggs that America needs.” 


“TEAMWORK WITH OUR PURINA DEALER 
HAS HELPED THE WHOLE COMMUNITY” 


—says William K. Crawford, President, 
Murphy-Wall State Bank and Trust Company, Pinckneyville, Illinois 
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“Tt would be hard to find anyone 
in this area who has not benefited 
by the teamwork between our Bank 
and our local Purina Dealer,’’ com- 
ments Mr. Crawford. ‘“‘We have 
helped Picks Feed and Hatchery de- 
velop a business that has helped 
local farmers make more money. 
Picks Service has attracted farm 
folks to Pinckneyville where they 
patronize other businesses as well 
as the Purina Dealership. 


“Elvis and James Pick came to us 
when they wanted to buy out a 
local feed store. We helped them 
then and later provided financing 
for the new building their growing 


business needed. More recently we 
financed the installation of grinding 
and mixing and bulk-handling 
equipment. 


**Picks Feed and Hatchery is a 
progressive business that had 
steady growth as a bank customer. 
Today it is one of our Bank’s best 


accounts.” 
* * * a 


Murphy-Wall State Bank and Trust 
Company, established in 1874, serves 
an important agricultural area. It 
finances feeders of cattle, hogs and 
chickens... many of them customers 
of Picks Feed and Hatchery. The Bank 
has had no losses on such financing. 
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PURINA...YOUR PARTNER IN SERVING ANIMAL AGRICULTURE 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Joint Accounts 


Two recent decisions by the Su- 
preme Court of Iowa illustrate the 
uncertainties seemingly inherent in 
joint account registration. 

One case was an action in equity 
to determine whether certain bank 
accounts were assets in the estate of 
a decedent or the property of her 
brother, with whom she held the ac- 
counts under a joint tenancy with 
right of survivorship. The lower 
court gave the brother both accounts 
and the executor appealed and was 
successful with regard to the sav- 
ings account. 

The checking-account signature 
card said: “The undersigned ... 
agree that any funds deposited by 
us or any one else to the credit of 
said joint account, ... without re- 
gard to the original ownership of said 
funds, shall be payable to any one of 
the undersigned, or to the survivor 
thereof, whether any of the other 
said persons be living or not at the 
time of said payment... . It is espe- 
cially agreed that such payment to 
the survivor shall be binding upon 
each of us, and upon our heirs, next 
of kin, legatees, assigns and personal 
representatives.” 

But the savings account signature 
card was stamped in purple ink with 
the date, and the notation “joint ten- 
ancy with right of survivorship.” 
Nowhere else on the card was there 
any mention or reference to a joint 
tenancy with survivorship. 

Both accounts were opened the 
same day and the brother took no 
part in the transaction other than to 
sign his name to the signature cards. 
While neither card was read by the 
signers, the transaction was dis- 
cussed. The brother and sister had 
left the bank when the bank em- 
ployee who had handled the transac- 
tion took the savings account card 
to a teller who then put on the pur- 
ple stamp about a joint account under 
instructions from the other employee. 

The court pointed out that it had 
adopted “‘the contract in joint tenancy 
theory, the ultimate question being 
the intent of the parties.” It went on 
to say: “In the instant case, the dif- 
ference between the agreement in 
the checking and in the savings ac- 
count is apparent. The checking ac- 
count agreement is definite and cer- 
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tain as to the survivorship clause... 
The savings account agreement is ex- 
tremely vague and ambiguous. What- 
ever appears upon the signature card, 
relative to the ‘joint tenancy’ was 
placed thereon after the instrument 
was signed and after the signing 
parties had left the bank. Assuming 
that such constitutes an agreement, 
it seems clear that extraneous evi- 
dence of the entire circumstances sur- 
rounding the transaction, as bearing 
upon the intent and object of the 
signing parties, was clearly compe- 
a. a 

“As to the savings account, the 
record seems almost conclusive that 
the desire of the sister in the open- 
ing of the accounts was to enable her 
brother to carry on her business in 
case of her inability to do so. There 
is nothing to show that she wanted 
to make a gift of this money to her 
brother or that it should pass other 
than through her estate. We think 
the trial court erred as to the sav- 
ings account and that it was nothing 
more than a joint account for pur- 
pose of checking thereon.” 
Williams v. Williams, 100 N.W. 2d 
185 (1959) 

In the other case, the administra- 
tor of the estate brought suit against 


the deceased’s daughter to recover 
a bank savings account, and three 
U. S. Series H savings bonds, which 
had been purchased with the de- 
ceased’s funds in the names of de- 
ceased “or” daughter. A confidential 
relationship in which the daughter 
was the dominant person was alleged 
to have existed so as to give rise to 
a presumption of fraud or undue 
influence. 

The lower court favored the estate 
and was affirmed by the Supreme 
Court, “The question of confidential 
relationship assumes such impor- 
tance here because actions of this 
kind in which such relationship ex- 
ists are governed by a different rule 
than applies where it is not shown. 
Ordinarily one who attacks a transfer 
of money or property because of 
fraud or undue influence must show 
existence thereof by clear, satisfac- 
tory and convincing proof. 

“However, where it clearly ap- 
pears the transferee was the domi- 
nant person in a confidential rela- 
tionship with the transferor, a pre- 
sumption arises that the transfer 
was obtained by fraud or undue in- 
fluence which the transferee must re- 
but by clear, satisfactory and con- 
vincing evidence,”’ the Court said. 
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The court pointed out that when 
one person has gained the confidence 
of another and purports to act or ad- 
vise with the other’s interest in mind, 
there is a confidential relaticnship. 
It does not arise solely from blood 
relationship such as between parent 
and child. The gist of the doctrine of 
confidential relationship is the pres- 
ence of a dominant influence under 
which the act is presumed to have 
been done. The purpose of the doc- 
trine is to defeat and correct betray- 
als of trust and other abuses of con- 
fidence. 

The mother died at 84 and could 
not read or write English or her na- 
tive language, and could not speak 
English except for simple words. Her 
family conversed with her in Croa- 
tian. During the six years the mother 
lived with the defendant, the latter 
looked after the mother’s business. 
The banker added the words “or Al- 
bena Grenko” in the presence of the 
mother, but without communicating 
with her on account of the language 
difficulty. He also stamped the words 
“joint tenants with remainder to sur- 
vivor” on the passbook. 

While the mother was suffering 
from arteriosclerosis with some se- 
nility, she did not have senile demen- 
tia, and was not mentally incompe- 
tent. Defendant said in argument she 
made “no claims of a present gift of 
the bank account. Her mother did 
not part with dominion or control 
over it. . . . What she actually did 
was to create a contractual agree- 
ment providing for the payment of 
such sums as might remain at her 
death to the daughter who had so lov- 
ingly cared for her the last six years 
of her life.” Appellant did claim 
there was a valid gift of the bonds. 

The court pointed out that a wit- 
ness testifies to a personal transac- 
tion no less when he denies it than 
when he affirms it and that the Dead 
Man’s Rule prevented the daughter 
from testifying. This rule closes the 
mouth of a person who tries to tes- 





tify in his own favor against the in- 
terest of a decedent. However, the 
court construed the testimony as not 
being against the interest of the de- 
cedent. . 

The defendant then testified: 
“Mother used to say the money was 
going to go in five shares, not six, 
but after she put it in my name she 
never mentioned anything about it. 
She told me the money was to be 
mine to take care of her.” Thus ac- 
cording to defendant her mother evi- 
dently intended in speaking of her 
money before the transactions in 
controversy occurred, a division of 
the money among her living sons and 
daughters. 

Therefore, there was a presump- 
tion of overreaching arising from a 
confidential relationship, and in the 
absence of adequate rebuttal, there 
was an element of fraud, construc- 
tive at least, in the case. 

Luse v. Grenko, 100 N.W. 2d 170 
(1959) 
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Delinquent Charge 
Constitutes Usury 


When a monthly installment on a 
loan became due on Friday, June 7 
and was paid on Wednesday, June 12, 
and the lender in ignorance of the 
statute excluding Sunday in com- 
puting a period of time, collected a 
delinquency charge on the basis of 
default continuing for five days, the 
excess charge voided the loan, accord- 
ing to the Court of Appeals of Mary- 
land. 

The loan was effected by the exe- 
cution of a chattel mortgage and note 
which required the plaintiffs to make 
fourteen installment payments of 
$53.50 and one final payment there- 
after. The installments became due 
on the 7th day of each successive 
month until the whole amount of the 
indebtedness, with interest, was dis- 
charged. 

The debtors did not pay the in- 
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Founded in 1897 


Capital and Reserves Exceed 


S/.85.000.000.00 


We invite you to use our fa- 
cilities for your Collections 
and Letters of Credit. Upon 
request we shall be glad to 
forward by air mail our col- 
lection tariff in English. 
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stallment that became due on Fri- 
day, June 7, 1957, on that exact date; 
but did so on Wednesday, June 12. 
1957, at which time the creditor's 
employees collected, over the protest 
of the debtor the said $2.68 upon the 
theory that it was due as a delin- 
quent charge. 

The pertinent statute provided: 
“In addition to the interest, charges 
and fees specifically provided for in 
this article, no further or other 
amount whatsoever shall be directly 
or indirectly charged, contracted for, 
or received. If any amount in excess 
of the charges permitted by this ar- 
ticle is charged, contracted for, or 
received, except as the result of an 
accidental or bona fide error of com- 
putation, the contract of loan shall 
be void, and the licensee shall have 
no right to collect or receive any 
principal, interest, charges, or re- 
compense whatsoever; and the li- 
censee and the several members, of- 
ficers, directors, agents, and em- 
ployees thereof who shall have wil- 
fully and knowingly participated in 
such violation, shall be guilty of a 
misdemeanor .. .” 

The Court of Appeals reversed its 
Circuit Court to declare that the en- 
tire loan of $800 was void and un- 
collectable, saying: “‘A liberal inter- 
pretation is usually accorded usury 
statutes to prevent the recovery of 
usurious interest by the lender, even 
though they are in derogation of the 
common law. ... But in regard to 
provisions, which impose penalties 
and forfeitures and trench upon the 
lender’s right to recover the principal 
and legal interest, generally a strict 
construction is applied, on the ground 
that these provisions are intended 
as enforcement measures only and 
are not intended to be compensa- 
Se 

“And there is no legal obstacle to 
the remedial portions of a statute be- 
ing construed liberally, and those 
that impose penalties or forfeitures 
being construed strictly.” 


The failure to permit the expira- 
tion of the fifth day before claiming 
a default and in making no allow- 
ance for the intervening Sunday 
could not be overcome by the cred- 
itor. 

The court pointed out that there 
could never be an accidental or bona 
fide error which was knowingly and 
wilfully committed. It found that the 
statute was plain to the effect that 
the mere charging, collecting for, or 
receiving of an overcharge (with the 
exceptions noted) were intended to 
make the loan void, even though to 
make it a crime such charging, etc. 
of an excessive amount would have 
to be willfully and knowingly done, 
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Drive-In drives out traffic problem! 


George T. Nelson, Assistant 
Cashier of Central National Bank 
and Trust Company of Des Moines, 
says, “The only way to handle 
the traffic was with a Mosler- 
equipped drive-in facility. We 
thought our new drive-in would 
handle the same number of trans- 
actions as the previous installa- 
tion. Instead, each of the four 
Mosler drive-in windows did the 
same amount of business! The 
four windows handled well over 
5000 customers in December.” 

Says Robert K. Goodwin, 
Chairman of the Board: “The 
basis for our phenomenal growth 
is warm customer relationships. 
Our customers needed the con- 
venience of a drive-in facility, so 
we gave them one.” 


E. F. Buckley, President, says, 
“We are most satisfied with 
Mosler equipment. The electri- 
cally operated deposit drawer 
efficiently serves small and large 
cars...even trucks. We used 
Mosler equipment exclusively. 
It’s trouble-free and has won 
many satisfied customers.” 


Y 





“This Mosler walk-up window really surprised 
us. Even though the main bank is just up the 
street, it averaged a transaction every two min- 
utes in the month of December.”’ 





Problem Solving — A Mosler Specialty 


From the largest bank vaults to 
the smallest safe deposit boxes, 
Mosler design and manufactur- 
ing experience is at your service. 
Write for information on any 
kind of customer convenience and 
protection equipment. 





“The facilities in our Mosler Drive-In Windows 
are so complete that each one is practically a 
branch office in itself. Their ease of operation 
keeps our tellers comfortable and alert.” 


The Mosler Safe Company 


Dept. A-360, 320 Fifth Avenue, New York 1, N. Y. 


Factories, Hamilton, Ohio 
World’s Largest Builder of Safes and Vaults 


In Canada: Mosler-Taylor Safes Ltd., Brampton, Ontario 
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Faster record location and transaction time speeds 
customer service. Using LeFebure Ten-Dex or Speed- 
ex Ledger Cards permits instant location. The point- 
of-use record cabinets in the savings teller area puts 
all records at the teller’s fingertips. 





reduce costs...improve service 1 





At the end of the day, the ledgers which were active 
can be quickly sorted to controls, and control tota!s 
taken to prove the accuracy of the posting. Using 
Ten-Dex ledgers permits refiling to the group only, 
without exact location of account position. This 
saves 90% of refiling time. Whether window posting 
or “back office” posting, LeFebure record keeping 
saves time and money. 
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SAFE, POINT-OF-USE RECORD STORAGE 


The use of insulated record cabinets at the point of 
use saves endless moving of records to the vault. In 
any size and capacity you need, LeFebure furnishes 
asbestos or Vapo-Lock insulated cabinets for com- 
plete savings record-keeping. 
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our SAVINGS DEPARTMENT 





(Above) Insulated record cabinets at the savings teller 
area keeps all records accessible for fast customer service. 


(Upper Right) Reference to account balances, signatures, 
etc., is fast and accurate. All records are available at one 
location. 


(Right) Signature cards are available in the same unit as 
the ledger cards for prompt reference when required. 
Transferred and inactive accounts are also in the unit. 


(Left) Using LeFebure Ten-Dex or Speedex ledgers per- 
mits fast location and refiling of ledgers. These self-indexed 
ledgers also foster neat and orderly record keeping. 


BOOK OF INTEREST TABLES — FREE 


This book has 64 pages of easy-to-use 
savings interest tables. Amounts from $5 
to $15,000 and rates from 2% to 444%. 
Charts cover one month’s, three months’, 
and six months’ interest. For your copy 
— just fill in the coupon, and mail today. 





Baxk Systems and Egquyoment 


LE FEBURE CORPORATION, Cedar Rapids, lowa 
An affiliate of Craig Systems, Inc., 
Lawrence, Mass. 
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LE FEBURE CORPORATION 
CEDAR RAPIDS, IOWA, U.S.A. 


Please send FREE 64-page book, “INTEREST 
TABLES ON SAVINGS ACCOUNTS”. 
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according to the statute that applied 
in this case. Fisher v. . . . Discount 
Corporation, 157 A.2d 265 (1959) 
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No Usury In Time Sales 


The Supreme Court of Delaware 
construed the law of Pennsylvania 
to be that usury statutes do not ap- 
ply to sales of goods on credit. The 
plaintiffs brought suit for the satis- 
faction and discharge of a bond and 
mortgage executed by them and held 
by the defendant bank on the basis 
that the background transaction was 
usurious. 

Plaintiffs bought a supply of pre- 
fabricated building materials to erect 
a house on their lot. The cash price 
was slightly under $4,000 but under 
the deferred payment plan, the price 
was almost $6,200. As part of the 
transaction they executed an agree- 
ment to give a bond and mortgage 
on the house and lot in order to se- 
cure the payment of the latter 
amount. The money was to be paid 
in 60 monthly installments of $72.53 
each, plus an initial payment of $100 
and a final payment of $1,740.80. 

The Washington Lumber and Mill- 
work Company which sold the pre- 
fabricated material had a contract 
with a finance company under which 
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the building firm agreed to sell and 


the finance company agreed to buy 
all Washington’s deferred payment 
agreements. The contract was sub- 
ject to the finance company’s right 
to reject any agreement if it is deter- 
mined that the purchaser was not a 
satisfactory credit risk. The pur- 
chasers of the house, the plaintiffs, 
assailed the transaction as usurious, 
but the lower court held it legal and 
was affirmed by the Supreme Court. 
The court conceded that the amount 
of interest and the amount of service 
charges in the transaction exceeded 
the legal six per cent limit in Penn- 
sylvania. 

But the court said: “The decisive 
point here is that the so-called loan 
was made as a part of a sale of goods 
on a deferred payment plan, and that 
the primary and basic purpose of the 
transaction was the purchase of 
goods. Such a sale under the Penn- 
sylvania decisions is not in our opin- 
ion subject to the usury laws. We do 
not think that the pre-existing com- 
mitment to take the assignment of 
contract affects the matter. The plain- 
tiffs seem to concede that if the 


- 


* 


building company had first executed 
the contract and later sold it to the 
finance firm, the transaction would 
have been lawful. We cannot think 
that the prearranging of the financ- 
ing makes the transaction usurious.” 

The argument of the plaintiffs was 
that the rule protects only the seller 
who extends credit to his customer; 
in this case, the building firm ex- 
tended no credit because it already 
had arranged to finance its contracts; 
and it never agreed to make the sale 
until the financing was approved. 
Hence, it was argued, the essence of 
the transaction was a loan of money 
to the plaintiffs, and since the charge 
for the loan exceeded six per cent it 
was usurious. 

The Chancellor accepted the argu- 
ment that the building company did 
not extend credit; but he also held 
that the transaction was not of the 
type condemned by the Pennsylvania 
statute, because the plaintiffs were 
primarily interested in purchasing 
property and only secondarily in bor- 
rowing money. 

Langille v. . . . National Bank, 156 
A,2d 410 (1959) 


4 


PATTERN OF BANK PROGRESS 


CONTINUED FROM PAGE 39 


on customers and prospects and two 
days a week, Mondays and Fridays, 
on the banking floor and at the new 
account desks. He will soon change 
to four days in the field and Fridays 
only in the bank. He is in charge of 
the bank’s advertising and public re- 
lations programs, working on these 
with his committee. In our adver- 
tising, we utilize material prepared 
by the Foundation for Commercial 
Banks. 

We are very proud, of course, of the 
rapid growth of our bank, but are 
equally proud of our other activities, 
running all the way from the diver- 
sification of our loan portfolio to the 
advice and help we get from our city 
correspondents. The writer takes two 
trips to New York City each year and 
two or three to Atlanta to discuss 


| such things as our bond portfolio, our 


internal programs and our opera- 
tions, with our correspondent banks. 
And, we have received considerable 
assistance from our Chicago corre- 
spondent on our various bank build- 
ing projects. We also confer fre- 
quently with local correspondents. 
Loans outstanding at the end of 
1959 totaled slightly less than $7,- 
000,000 and fell into three classifica- 
itons: installment loans, $2,125,000; 
real estate loans $1,650,000; and term 


| loans, $3,200,000. 


The three major types of install- 
ment loans were: automobile loans, 
41 per cent; personal loans, 22 per 
cent; and home improvement loans, 


10 per cent. Making up the remainder’ | 


were truck loans, appliance and fur- 
niture loans and church bond loans, 
and the like. 

Real estate loans consisted of FHA 
and conventional home loans, farm 
loans and business property loans. 
Term loans included loans to personal 
loan companies, farmers, business 
firms and a number of single payment 
loans. 

Our investment portfolio at the 
end of 1959 was made up of U.S. 
Government bonds, municipal bonds 
and Federal agency bonds with 23 
per cent coming due in less than one 
year, 45 per cent in one to five years, 
22 per cent in five to 10 years and 10 
per cent in 10 to 15 years. 

We are strong believers in printed 
manuals to cover various routines 
and programs. Our operations man- 
ual is a case in point. This covers the 
handling of customers’ accounts from 
the beginning at the new accounts 
department through the tellers’ de- 
partment, proof, bookkeeping, return 
items, collection, statement, service 
charge and central file. 


The past year saw some big 


changes in the manual. In fact, 1959") 


was a big year in operations. For one | 
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You reduce float to a minimum, thereby making a 
substantial savings on money when you use top speed 
service on your transit items at Bank of the South- 
west. Cash letters are picked up at the post office 
hourly. The bank’s giant battery of lightning-fast 
machines, in the hands of specially trained operators, 
processes your items electronically. Local items are 
promptly cleared. Cut-offs through the day make 
train and plane schedules. At points of collection, 
presentation is speeded by a world-wide network of 
correspondent banks. 


Photo: Curtis W. Regner (right), Assistant Vice 
President and Manager of Transit Department, dis- 
cusses a correspondent item with Correspondent 
Officer William J. Rafferty. 
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thing, the bookkeeping department 
moved to new glass enclosed quarters 
above the drive-in windows. For an- 
other, the bank took its first step 
toward automation and issued new 
checks, bearing the names and ac- 
count numbers, to all customers. 
These were issued with our compli- 
ments. For another, the bank in- 
stalled five electronic machines, re- 
placing nine older models, and set- 
ting up an estimated saving of 
$8,000 a year. 

At the end of 1959 also, the bank 
announced that it was converting 
from the window-post to the “‘No- 
Passbook” savings plan, making it 
possible for customers to be served 
at any teller’s window, including the 
drive-ins. Identifying number cards 
were issued to customers and the 
processing of accounts transferred 
to the bookkeeping department with- 
out any increase in equipment or 
personnel. 

Back in 1957, we solved the prob- 
lem of providing for the internal au- 
diting of the bank, meeting the issue 
as a smaller bank. The question usu- 
ally in such cases, we believe, is 
whether or not to combine auditing 
with operations. We favored an in- 
dependent audit program and solved 
the problem by putting operations 
under the bank’s cashier. Under this 
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set-up, our auditor is directly respon- 
sible to the auditing committee of 
the board of directors and devotes 
his entire time to the internal audit 
as outlined by the examining com- 
mittee. 

Our bank is a member of NABAC, 
the Association for Bank Audit, Con- 
trol and Operation, and of that 
group’s Research Institute. After we 
had appointed our auditor, he was 
sent to Chicago to take advantage of 
NABAC’S program of reviewing au- 
dit procedures. While the auditing 
department has faithfully followed 
our audit program, the board of di- 
rectors during the past year felt that 
the bank‘s security could be further 
strengthened by the installation of 
the Foote Adap-Table Audit and Con- 
trol System, which is now in opera- 
tion. A by-product of this system is 
accrual accounting. We are already 
finding this to be of great help to 
management. 


T is worth noting also that our 

bank is audited once a year by a 
local firm of certified public ac- 
countants. 

In 1956, the bank organized a 
training program to break in our 
new employees and give them a bet- 
ter rounded picture of the banking 
process. An “Orientation and Train- 
ing Manual” was prepared covering 
the various departments of the bank 
and their functions. This was sup- 
plemented by regularly scheduled 
officer and staff meetings. 

We found our people eager to im- 
prove themselves. Besides our own 


2 | in-the-bank set-up, we have urged 
| them to participate in the American 


Institute of Banking courses, and in 
the special training courses that are 
provided by NABAC and the Finan- 
Relations Association 
when these are indicated. We are also 
subscribers to the Florida Bankers 
Association’s scholarship fund. 

Our own training program covers 
a year and a half. Some of our top 
men have been through the course, 
including our cashier, a college grad- 
uate; the head of our installment loan 
department, a former teller; the head 
of our auditing department; and the 
head of our new business department, 
a college graduate. 

In 1957, we installed a job classifi- 
cation and evaluation system, in 
which jobs are divided into the ma- 
jor headings of managerial work, 
computing work, recording and pub- 
work, general clerical 


program we use the assistance of a 
Tampa firm, Byron Harless and As- 
sociates. 

Salary ranges under the system 


| provide, first, for a training and pro- 


bationary level. From then on the 
salary range of each classification 
is divided into minimum, normal and 
maximum levels, to allow for compen- 
sation according to achievement. The 
performance of each employee is re- 
viewed every six months, on and 
half-way between birthdays. 

It is the bank’s policy to pay ade- 
quate salaries in accordance with job 
performance. It provides paid vaca- 
tions on a length of service basis. It 
has provisions for sick pay, military 
service benefits, hospitalization and 
group life insurance, and is now giv- 
ing consideration to a profit sharing 
program. These, except profit shar- 
ing, are all covered in a “Welcome to 
Peninsula State Bank” manual issued 
to new employees. 

From the beginning, our entire or- 
ganization has been growth and 
service minded. Our deposits, which 
stood at $360,000 on our opening in 
May, 1951, reached $1,800,000 by the 
end of the year. At the end of 1953, 
they were $4,400,000. Three years 
later they were at $9,500,000 and 
they closed 1959 at $13,300,000. The 
number of our accounts has grown 
from 1,000 at the end of 1951 to some 
15,000 at the end of 1959. 

This same pattern is shown in the 
charts of our assets and capital struc- 
ture on page 37. These need little 
explanation, except to say that we 
have followed a very conservative 
dividend policy as a means of adding 
to surplus and that we have not hesi- 
tated to add to our capital account 
by the sale of stock. 


APITAL has been increased on 

three occasions. Our original 
capital resulted from the sale of 1,000 
shares of stock at $150 a share. In 
1954 we hold another 500 shares at 
$150, and in 1955 an additional 1,000 
shares at $150. In 1957, we changed 
the par value from $100 to $20, and 
sold an additional 3,750 shares of $20 
par stock at $30 a share. In 1958, we 
transferred $75,000 from undivided 
profits to capital and distributed 
3,750 shares as a stock dividend. All 
other transfers from undivided prof- 
its were to surplus. 

The bank’s net operating earnings 
after taxes in 1958 were $77,687, and 
in 1959 were $142,900. Profits on 
securities sold and recoveries after 
taxes gave us a net earnings and 
profits figure for 1958 of $132,915 
and losses on securities sold in 1959 
a net figure of $90,617. A more 
graphic picture of our sources of 
earnings and their disposition, on a 
dollar basis, for 1959 is shown in the 
chart on page 38. 

In conclusion, we might say mod- 
estly, that such success as we have 
achieved has taken our banking or- 
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ganization from a suburban bank out 
in the open to a place in the Tampa 
banking system. Of the city’s 13 
banks, we now rank fifth, just below 
the three big downtown institutions 
and one other suburban bank. 
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FINANCIAL ANALYSTS 


CONTINUED FROM PAGE 41 


year; National Federation members 
pay only $4, however. 

Forsaking Schwartz’s Restaurant, 
where meetings were held for many 
years, the New York Society now 
occupies an entirely done-over floor 
of 15 William Street where there is 
a complete kitchen to facilitate the 
serving of lunches, which will come 
from a restaurant on the ground 
floor. The new headquarters, which 
cost some $200,000 and of which 
some $90,000 was contributed by 
leading organizations in the invest- 
ment field, contain a large meeting 
room, two other dining rooms, a 
lounge, library and offices for the ad- 
ministration of the society. The en- 
tire club is air conditioned and there 
is a projector to be used in conjunc- 
tion with speeches that are given by 
guests. 

To these sumptuous rooms will 
come guest executives to tell man- 
agement’s story and to answer ques- 
tions on such matters as profit-mar- 
gins, earnings and dividend outlook, 
competition, prospective financing 
and other items required by a stu- 
dent of securities properly to evaluate 
stock values. As in the past, there 
will be about 200 luncheon meetings 
yearly. 





HE New York Society is about 20 | 
years old; groups in Chicago and 
San Francisco (where the first so- | 


ciety started 30 years ago) have been 
operating longer. The New York 
group has Lawrence R. Kahn of A. G. 
Becker & Co., Inc. as its president, 
with Edwin S. Wilson of Tsolainos 
& Co. as vice-president. Donald B. 
Macurda of F. S. Smithers & Co. is 
secretary and Gerald L. Wilstead of 
Hallgarten & Co. is treasurer. 

The National Federation of Finan- 
cial Analyst Societies, which is 
headed by A. Hamilton Bolton, of 
Bolton, Tremblay & Co., Montreal, 
and which has as its executive vice- 
president Jeremy C. Jenks of C. J. 
Lawrence & Sons, New York, now is 
working on ambitious plans for set- 
ting up an Institute of Chartered 
Financial Analysts, which would be 
under the control of the National 
Federation but administered by qual- 
ified university professors. 
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Personality 


A man’s face reveals many aspects of his 
personality. And, a bank’s personality, too, 
is visible in the “face” it turns to the public 
— its buildings, its people, its checks. 


When you choose a La Monte Safety Paper 
for your checks you Can be Sure its quality, 
pleasing color and fine writing surface will 
make the right impression. It will also afford 
the utmost protection against fraudulent 
alteration. 


These are the reasons America's leading 
banks have made La Monte Safety Papers 
their first choice. 
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This institute would conduct ex- 
aminations of increasing complexity 
which would bring to those success- 
fully passing them a certificate de- 
claring them to be chartered financial 
analysts—something like a Certified 
Public Accountant certificate—which 
would add further to the analysts’ 
professional standing. While there 
would be no “grandfather” clause, 
and no analyst now practicing would 
be required to seek such a certificate, 


GRASS-ROOTS BA 


CONTINUED FROM PAGE 43 
plan would see them through the lean 
drought years. 

In conjunction with the program, 
we started a pasture improvement 
contest. Various farm organizations 
in the county are invited to have at 
least one entry in the event. The con- 
test lasts from the beginning to the 
end of the grazing season, and in the 
six years that we have sponsored the 
event, over 38,000 acres of crop and 
pastureland have been entered. 

In addition to teaching the farm- 
ers the value of scientific pasture 
conservation, the contest has been 
one of the best good-will builders 
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an astonishing number of the mem- 
bers of the 23 national groups now 
making up the Federation have ex- 
pressed a willingness to take such a 
series of examinations. 

Also coming up on the analysts’ 
national horizon is the possibility of 
becoming an international organiza- 
tion. Already three analyst societies 
have been organized in as many for- 
eign countries, and all are seeking 
some kind of affiliation with the 
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Helps stabilize area farming 


the bank has ever had. We award 
$175 in U.S. Savings Bonds to the 
three winners each year, and in order 
to encourage attendance at the judg- 
ing, we provide the noon meal on the 
day the judges tour the pastures. 
Our pasture improvement program 
led us naturally into other areas of 
operation on the farm. We discov- 
ered several farmers in the area 
whose land was not adapted to breed- 
ing and raising cattle, and we en- 
couraged these people to adopt a feed- 
er program. The bank offered to 
finance the purchase of calves at the 
local county auctions, and the farmer 
could sell his fattened animals at any 
of three markets, Kansas City or St. 
Joseph, Missouri, or Omaha, Ne- 
braska. The program was especially 
suited to farmers who could raise 


| their own feed, and we showed them 
| how 
| “ever normal” feed supply through 


to maintain what we call an 


special methods of storage. Once 
again, the idea behind the feed stor- 
age, was to be prepared in case of a 
drought year. 

Our other livestock activity in- 
cluded the financing of sheep flocks, 
and the raising of hogs. Some farm- 
ers in the area had been raising 


NKING PROG 


American groups. How such affilia- 
tion is to be worked out is still in the 
realm of undecided matters. 

As of now the big feature in the 
constant growth of the financial ana- 
lysts’ profession is that they have 
established themselves in an increas- 
ingly important niche as the watch- 
dogs over the professional managers 
who now occupy such a commanding 
role in the administration of Amer- 
ican business and industry. 


RAM 


sheep for years because they are con- 
sidered a quick cash crop and require 
a relatively small investment. We 
tried to show these people how to in- 
crease the quality of their flocks, and 
we encouraged others who had the 
physical facilities and could meet our 
requirements to try their hand at it. 
In these cases, we financed replace- 
ment ewes that were shipped in from 
Texas. The average size flock consists 
of 100 ewes and four rams. 

We followed somewhat the same 
procedure in relation to hog farmers, 
and today we are proud to say that 
two of our customers are among the 
top hog producers in the whole state 
of Kansas. 

Like every other bank that has a 
farm department, we have a soil test- 
ing program that is operated in co- 
operation with the local county agent. 
In our case, the program is concerned 
mainly with wheat growers. Cut- 
backs in government wheat acreage 
allotments have been - particularly 
severe here in recent years; for some 
farmers they have represented a 50 
per cent reduction. 


Y testing the soil for these peo- 

ple, we determined what type of 
fertilizer was best suited for wheat, 
and we encouraged our customers to 
follow the county recommendations. 
At first, many farmers were hesitant 
about changing their methods. But 
when they saw the results of those 
who accepted the recommendations, 
they were all eager to try. The result 
has been that the farmers are now 
raising twice as much wheat on half 
as much land. The project has also 
been another source of loans for the 
bank. 

We work closely with the county 
agent on other programs, too. For 
example, we encourage the cattle 
raisers to vaccinate their herds and 
to use better bulls for breeding. In 
short we recommend all good farm 
management practices that we fee! 
our farmers can use effectively, anc 
we have found that our recomenda- 
tions receive a wider acceptance from 
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the farmers each succeeding year. 

Other farm department activities 
concern youth activities wherein we 
are concerned with financing 4-H 
and Future Farmer projects. We also 
publish a monthly newsletter and 
subscribe to a syndicated publication 
from the Doane Agricultural Service 
in St. Louis, Missouri. The latter is 
mailed monthly to our customers un- 
der our own letterhead. 

It is difficult for us to pinpoint any 
single benefit that our bank has ex- 
perienced since we opened our farm 
department. We do know that we 
have picked up new customers 
through the program, and we also 
know that any farm loans we grant 
are of a better quality than those in 
the past because of the improved liai- 
son between the bank and the farm- 
ers. Our customers are our friends, 
and we naturally want to see our 
friends prosper. It follows that pros- 
perous customers mean a prosperous 
bank. And,in turn, a prosperous bank 
is a stronger bank, and better able 
to serve its customers. 

In the summer of 1958, we com- 
pleted construction of our new bank 
building. It would be an exaggera- 
tion to say that our new quarters are 
due solely to the efforts of our farm 
department, but we are certain that 
it made a major contribution. 

There is also no doubt that the 
department has paid off handsomely 
in good-will for the bank. Not only 
do the farmers come in regularly to 
see us, they also look forward to our 
visits at their farms, and are likely 
to inquire if we do not visit them 
often enough. 

There are people in our trading 


area who will probably never do busi- 
ness with our bank, but some of them 
have been known to put in a good 
word for us and even send business 
our way. 

Mr. Haddock, in addition to being 
an agricultural expert, has developed 
into an excellent banker. He started 
with our bank as our farm repre- 
sentative, and he now holds the addi- 
tional title of assistant vice-presi- 
dent. He is extremely active in com- 
munity affairs. 


ROM time to time, he is a substi- 

tute teacher in the vocational ag- 
riculture department of our local high 
school, for the past two years he has 
participated in a seminar on rural 
bank operations at Kansas State Uni- 
versity. He is also immediate past 
president of the Kansas Association 
of Bank Agricultural Representa- 
tives. ; 

Even though he is a busy man and 
has to budget his time, he still keeps 
the welfare of the farmers uppermost 
in his mind. It was due to his efforts 
that we decided to keep the farm de- 
partment open after regular banking 
hours so that he would be available 
for consultation to the customers who 
could not come in and see him dur- 
ing the day. 

When we established our farm de- 
partment eight years ago, it was 
based on the philosophy that a bank 
could not be of real service to the 
farmer unless it was in close touch 
with farming operations. Today, 
when we look back at some of our 
accomplishments, we are more than 
ever convinced that this is the way 
for a bank such as ours to operate. 


A BANK BRANCHES OUT 


CONTINUED FROM PAGE 45 

ning since 1956. We installed check 
imprinters in the Northside and West 
Park offices that year and opened 
these offices with complete account 
numbering. This was also possible 
when we opened the second shopping 
center office in 1957. Thus the three 
branches formed the start of new ac- 
count handling procedures for us and 
enabled us to take the necessary steps 
to complete account numbering in all 
of our offices. Our first accounts were 
numbered alphabetically. We have 
been on a 100 per cent name imprint- 
ing program for all of our checking 
depositors since 1945. Our customer 
checks are now being encoded in 
magnetic ink for use in the future 
MICR program. 

By mid-1958 we had numbered all 
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accounts in all of our offices, but each 
office operated its own bookkeeping 
department on a decentralized basis. 
In 1959 we consolidated the book- 
keeping work of our three newest 
offices with our main office book- 
keeping department. Late last year 
we added the Southside, Eastside, 
and Westside offices to our central- 
ized bookkeeping department and 
switched our posting sequence from 
alphabetic to straight numeric. Sub- 
sequently, the bookkeeping depart- 
ment has been moved to our second 
downtown office location, and this 
department is now handling some 
16,000 accounts. Over half of these 
accounts are now being handled on 
electronic bookkeeping machines and 
by the first half of 1960 we hope 
to complete the transition of all ac- 





Retire to Mobile Living 

When the husband retires from 
his job, his wife’s retirement from 
keeping up the large family home 
often follows ... giving her more 
time to keep HIM company... 
freeing both from the economical 
and upkeep, problems. More and 
more couples are retiring to mo- 
bilehomes for maximum leisure 
and convenience with minimum 
work and expense. And they enjoy 
the congenial atmosphere of well- 
planned modern mobilehome park 
living, with neighbors who enjoy 
similar interests on a common “re- 
tirement” level. 

© ¢ ¢ 
Industry Needs 
Room to Grow! 

The mobilehome industry con- 
tinues its forceful influence upon 
the American housing scene, and 
as such, presents a fruitful field 
for investors. This growth is in 
many directions: greater volume 
production, increasing purchases 
of mobile homes, larger size homes 
to serve as “permanent” housing 
for modern families . . . and a re- 
sulting, growing need for in- 
creased mobilehome park facilities 
to keep pace with the industry. 

Development of a modern fully 
equipped park, acceptable to mu- 
nicipal regulations, requires an 
average investment of $1250 to 
$2000 per mobile home space... 
which means between $62,500 and 
$100,000 (in addition to land cost) 
for a 50-space park. Rentals av- 
erage from $30 to $50 per month 
which places the mobilehome park 
in the “substantial business” cat- 
egory ... worthy, indeed, of con- 
sideration as a sound financial 
investment! i 


GI's Mobilehome Moving 
Allowance Equalized 
A new amendment (B-141419) 
to Armed Forces Joint Travel 
Regulations provides for payment 
of the total moving allowance for 
transporting a GI’s mobilehome, 
even though his orders to a new 
station are cancelled after the 
move is made. Previously, the GI 
owner was not given the moving 
allowance under such circum- 
stances, even though he acted in 
good faith. The new ruling gives 
the mobilehome owner benefits 
equal to the GI who moves house- 
hold goods to a new base. 












News Highlights “| 
On An Important 
American Industry 
Presented Toward a 
Better Understanding 
of Mobile Home Life. 


FOREMOST INSURANCE CO., GRAND RAPIDS, MICH. 


FOREMOST INSURES MORE MOBILEHOME 
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count posting to this semi-automated 
posting plan. In all, 16 persons are 
now employed in the bookkeeping de- 
partment. We hope to reduce this 
number materially as our accounts 
are transferred to the electronic ma- 
chines and as our bookkeepers become 
more familiar with our new proce- 
dures. 

Perhaps a short explanation of our 
straight numeric account numbering 
system would be of interest to other 
bankers who face the task of. bring- 
ing their branch operations in line 
with the new phases of bank automa- 
tion. We selected a seven digit ac- 
count number which, under straight 
numeric listing, gives us a potential 
number of 100,000 accounts. The 
first two digits from the left repre- 
sent the branch number designation, 
the next four digits refer to the cus- 
tomer’s actual account number, and 
the seventh digit, of course, is the 
check digit. The first two branch 
numbers, 01 and 02, have been desig- 
nated for main office use. Each office, 
then, is assigned its own branch 
number. 

The breakdown of accounts within 
a branch by types can be quickly illus- 
trated by citing the arrangement es- 
tablished for the main office. Two 
branch numbers have been assigned 
to the main office due to the number 





Small Investment 
Big Dividends in 
OPERATOR EFFICIENCY 


| would: ® 
SORTKWIK 


The Modern Aid to Handle Papers Faster 


Old-fashioned rubber fingers or messy 


sponges handicap finger dexterity 
where it counts the most— operating 


your automated office machines. 
Just a touch of SorTKWIK on finger- 


tips creates a greaseless, stainless, 
tacky film . . . makes it easy to pick 
up papers of all kinds. Even new cur- 
rency, smooth-finish papers, index 
cards, NCR paper are a cinch to han- 


dle with SorTKWIK. 


Thousands of businesses have been 
using this handy fingertip preparation 
for years to sort, count, post, file faster, 

Why not try it in your office and 
find out how clerical production goes 


up while clerical costs go down? 


ONLY 50c EACH AT YOUR STATIONERS 


c-—— or send one dollar for two from ——-= 


[LEE PRODUCTS COMPANY ! 
i Dept. B-4, 2736 Lyndale Avenue South 
MINNEAPOLIS 8, MINNESOTA I 





of active accounts carried as main 
office accounts. Account numbers as- 
signed then are: 0001-0099, high 
activity accounts; 0100-2999, pre- 
paid checking accounts; 3000 — 4999; 
pay as you go checking accounts; 
5000 — 7999, regular accounts (quar- 
terly cycle) ; 8000 — 9900, regular ac- 
counts (monthly cycle) ; 9901 — 9999, 
public funds, etc. 

Checks and deposits continue to go 
first to the respective branch offices 
for sorting by numbers which, of 
course, gives us control totals by 
types of accounts, and then are sent 
on to the central bookkeeping depart- 
ment for posting and proof work. All 
of this. work will soon be centralized 
in the main accounting department. 

Branch banking also calls for a 
particularly complete and extensive 
central file. Every customer of ours, 
regardless of whether he is a de- 
positor, borrower, stockholder, or 
safety deposit box renter, is identi- 
fied with an Addressograph plate in 
our main office. Code designation tells 
us what accounts he holds with 
us, what type of accounts he has 
closed successfully with us, whether 
he holds a joint bank account, and 
any other piece of information we 
believe is necessary to keep us up-to- 
date on his dealings with us. The file 
is perhaps the strongest point in our 


entire customer contact program. 

Management keeps a sharp eye on 
our branch operations, and we are 
continually working on statistics that 
will reveal the progress of each 
branch. Separate graphs have been 
prepared for assets, savings deposits, 
loans, and virtually every service 
available at our branches. Up-to-date 
figures are compiled on the graphs 
each month and these figures are re- 
viewed at executive and board meet- 
ings. Here the continued growth of 
each of our branches is graphically 
illustrated, while main office totals 
continue to reflect a more or less 
static position. 

Modern, aggressive selling of serv- 
ices is, and will continue to be, the 
main cause of bank growth. Our in- 
stitution has been quick to offer de- 
positors the newest in bank services, 
and in addition to three types of 
checking accounts, the bank offers 
revolving check credit, a 3 per cent 
automatic savings certificate plan, 
and 10 convenient savings accounts 
aimed at practically every goal from 
an automobile to a new home. But it 
is the extension of branch banking 
that has enabled us to offer these 
services in locations where our cus- 
tomers live, work and do their trad- 
ing and further enabled us to captal- 
ize on this area growth. 


BANK REPRESENTATIVES ABROAD 


CONTINUED FROM PAGE 46 


no conflict between, on the one hand, 
periodic coverage by banks’ district 
officers and, on the other, the estab- 
lishment of resident representatives’ 
offices in certain important trade 
areas where business volume and fu- 
ture potential warrant the constant 
attention of a “man-on-the-spot.” The 
representative’s work complements 
that of the traveling district officer 
and it is their combined effort that 
makes for complete and up-to-date 


'coverage which should be the goal of 


all large foreign banking depart- 
ments. 

The actual worth of having resi- 
dent representatives abroad is dem- 
onstrated by the increased number of 
such offices which our leading banks 
have established in recent years. 
Bank of America, for example, whose 
expansion into foreign fields has been 
one of the most dynamic among our 
major banks, in addition to their 
overseas branches now has resident 
representatives in France, Germany, 
Italy, Switzerland, Argentina, Brazil, 
Cuba, Mexico, India and Lebanon. 
The Chase Manhattan Bank supple- 
ments its overseas branches with 
resident representatives in Bombay, 





India; Buenos Aires, Argentina; 
Caracas, Venezuela; Chitre, Republic 
of Panama; Paris, France (covering 
Continental Europe); Mexico D.F., 
Mexico; Rio de Janeiro, Brazil; 
and Rome, Italy. 

There is little doubt that other 
large American banks will have to 
contemplate taking similar steps as 
they find themselves more and more 
handicapped in comparison with 
those which already enjoy this advan- 
tage. The Europeans, who have a 
much longer experience in interna- 
tional banking than we do, rely much 
more on direct representation abroad, 
as is evidenced by the fact that there 
are close to 50 European banking 
institutions which maintain perma- 
nent representatives in the U.S. 

Let us examine briefly the advan- 
tages in being directly represented 
abroad. Several of these advantages 
can be calculated in actual dollars and 
cents earned, while others are collat- 
eral advantages which, nonetheless, 
contribute to the bank’s earnings. 
For briefness sake, the benefits are 
summarized under the following six 
headings: 

1. National and international pres- 
tige. Experience shows that a larger 
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share of foreign business is entrusted 
both by domestic and foreign custom- 
ers to those banks which have direct 
representation abroad. It is only nat- 
ural that a domestic customer will 
turn to the bank which has a mem- 
ber of its own staff located in the 
area in which the customer is doing 
business. Many central banks abroad, 
which are generally a source of im- 
portant deposits, follow a definite 
policy of favoring those banks which 
are interested enough in their coun- 
try to take the trouble of having a 
man permanently stationed there 
over those which do not. Even pri- 
vately controlled banks abroad often 
follow this practice. 

2. Possibility of extending larger 
and more diversified credit service 
abroad. This usually commands high- 
er interest rates than those at home. 
It only stands to reason that the 
closer the bank is to its customers 
abroad, and the better acquainted 
with the prevailing local conditions, 
the larger the range of operations 
that a bank can safely assume in 
those areas. A bank having a repre- 
sentative in a given territory is more 
likely to be the first to be offered 
business than the one whose men pay 
only short periodic visits. It is al- 
ways easier to discuss a financial 
problem personally than it is to ex- 
plain it in writing. 

3. Direct and quickly supplied in- 
formation. This permits the bank to 
react rapidly to constantly changing 
conditions abroad, either in taking 
advantage of the favorable develop- 
ments or in taking precautions in 
case of unfavorable trends. It also 
permits, of course, closer credit sup- 
ervision of clients. 

4. Ability to render better service 
to domestic clients interested in for- 
eign business. This is particularly 
important today as practically all of 
our larger companies are engaged in 
foreign operations of one type or an- 
other. Existing banking competition 
in the U.S. makes it almost impera- 
tive for banks to be able to supply 
their domestic clients rapidly with 
valuable information as to the ever- 
changing exchange regulations, im- 
port and export restrictions, etc., in 
the leading commercial areas of the 
world. The representative should 
also be able to conduct studies in his 
area as to market possibilities, ad- 
visability of establishing manufac- 
turing branches or sales agencies, 
concluding patent agreements and 
other similar services on behalf of 
the bank’s home clients. Time and 
again deposits have been shifted to 
banks which service efficiently the 
foreign needs of domestic customers. 

5. Personal assistance to impor- 
tant clients and prospects when they 
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are traveling abroad. This valuable 
personal service which a bank’s rep- 
resentative is able to perform should 
not be overlooked as an important 
factor in attracting and developing 
business. With our top executives 
traveling more and more, a repre- 
sentative can be very helpful to these 
top men, not only in regards to their 
business dealings but in small per- 
sonal matters as well and thus help 
to cement the relationship between 
the client and the bank. It is really 
surprising how personal assistance 
in such matters as choice of hotels, 
restaurants and shopping centers, 
are appreciated by the busy travel- 
ing executives. An excellent idea is 
for the representative to prepare a 
pamphlet describing briefly all points 
of interest that a traveler should see 
in his territory. 

6. Excellent training ground for 
foreign department personnel. Most 
of the large banks are short of men 
sufficiently trained in international 
finances. This has been especially 
true in recent years when the U.S. 
emerged as the leading power of the 
Western World. If we are to assume 
our full share of responsibility in 
strengthening a free and prosperous 
world, based on increased economic 
interchange among nations, then the 
American bankers should be prepar- 
ing for the greater task ahead of 
them. 


WHERE: This is our second prob- 
lem, once the first has been answered 
affirmatively. Although the solution 
seems simple at first, namely, where- 
ever the bank already does a large 
amount of business or wherever it 
wants to develop foreign possibili- 
ties, there are other factors to be 
taken into consideration. Looking at 
Europe, for example, should London 
or Paris or another capital be 
chosen? If only one representative’s 
office is to be opened in Latin Amer- 
ica, should it be in Mexico, Brazil or 
elsewhere? 

All angles must be studied. The 
answer is usually not a clear cut one. 
A close examination of such factors 
as available transportation facilities, 
cost of living, political climate, and 
other similarly important points 
must be studied. The expenses in- 
volved in opening an office, even a 
modest one, are not small. What is 
more important, once an office is 
established in a certain country it is 
a very bad business policy to close 
it unless it becomes absolutely essen- 
tial. Patience must be exercised in 
allowing sufficient time for the rep- 
resentative to develop business in his 
area. It is surprising, however, how 
quickly the representative’s office 
starts paying for itself. 
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and improved 


TIME and DATE STAMP 





This new Roberts HRTD time and 
date stamp gives you crisp clear 
impressions with great flexibility 
of printed message. Utilizes three 
simple basic balanced units—print- 
ing head, ribbon mechanism, elec: 
tric drive—and new hammer 
method of printing with auto- 
matic self-aligning platens. Paper- 
trip operation. Fine engineering. 
Choice of three colors. One of a 
family of Roberts numbering de- 
vices famous since 1889. Write 
Roberts Numbering Machine Divi- 
sion, Heller Roberts Mfg. Corp., 
700 Jamaica Ave., Brooklyn 8, 
N. Y. 
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As a general rule, the banks apply 
the principle of appointing a repre- 
sentative to serve a certain large 
geographical area, such as Western 
Europe, Central America and Carib- 
bean countries, South America, the 
Near or the Far East. As a rule, 
Europe is the first place chosen for 
a representative’s office: However, 
there is no reason whatsoever why 
a bank should not send a permanent 
representative first to Latin America 
or other areas in which it has special 
interests. Unfortunately, there is 
often too much jealously and wran- 
gling among senior district officers, 
each considering his territory as the 
more important. A start has to be 
made somewhere. 


THE MAN: Now we come to our 
final and most difficult problem—de- 
fining the qualifications of an ideal 
representative. Men with proper qual- 
ifications are few and far between. 
This shortage largely explains why 
American banks do not have a greater 
number of resident representatives 
abroad. A man should not only be 
willing to spend many years abroad, 
but actually like doing it at the sacri- 
fice of many advantages existing at 
home. 

It is a grave mistake to consider 
the representative’s job as of second- 
ary importance. One hears often in 
banking circles that: ‘“‘A good rep- 
resentative is kept at his job forever, 
while a bad one is dismissed as soon 
as his failures are discovered.” Per- 
haps more than any other employee 
of responsibility, the representative 
may prove either a very valuable 
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225 East 46th St., New York 17, N.Y. 








POSITION AVAILABLE 
Bank officer wanted to head newly organized 
mid-western national bank. Excellent opportunity 
for right man. Diversified agricultural com- 
munity with 14,000 population, some industry 
and a state university. Write Box 418-Q, c/o 
Burroughs Clearing House, Detroit 32, Michigan. 
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asset or just a source of small or 
mediocre results. It all depends on 
the man. 

One of the most difficult decisions 
in choosing the individual is the de- 
gree of experience which he should 
have. Should he be one of the senior 
officers or an employee of lesser 
standing and experience? A happy 
medium must be found with experi- 
ence toppling the scale. Too many 
banks have made the error of send- 
ing out men who were too young and 
too inexperienced. Another mistake 
is to select for the job a retired 
diplomat or a foreigner with so- 
called connections. It does not take 
long for the business community 
abroad to discover when the repre- 
sentative lacks thorough knowledge 
and is nothing more than an em- 
ployee who carries little weight with 
the officials back home. The moment 
this occurs, the value of the repre- 
sentative is materially reduced. The 
representative should not only be an 
experienced banker but also be 100 
per cent conversant with the policies 
and practices followed by his bank. 
He should know “what” and “how” 
the high officials think back home. 

The foreign resident representa- 
tive must be truly a “jack-of-all- 
trades.” In addition to being a 
banker, he must be an economist and 
a student of politics to be able to 
evaluate and interpret the constantly 
changing economic and political con- 
ditions; a linguist with a good 
knowledge of at least the predomi- 
nant language spoken in the terri- 
tory which he covers; and a man who 
can bring some journalistic ability 
to the writing of clear and concise 
reports for the home office. (These 
periodic reports, dealing with eco- 
nomic and political conditions in the 
countries assigned to the representa- 
tive, when circulated among the 
bank’s customers have proved an ex- 
cellent publicity and new business 
getting medium.) He must be a natu- 
ral born diplomat and a good mixer 
in order to get along well with peo- 
ple. He will have to overcome a great 
deal of hostile attitude on the part of 
some local bankers who will regard 
him as a competitor. The representa- 
tive’s ability to win their co-opera- 
tion and friendship will be one of 
his first tasks. 

Facility to speak well in public 
must not be overlooked as the repre- 
sentative will probably be called on 
occasions to address various clubs, 
business organizations, etc. A degree 
of administrative ability is also es- 
sential as he will have to supervise 
the work of his staff, even if it con- 
sists only of his secretary and office- 
boy. Last but not least, he must be 
able to entertain graciously as he 





will probably be called upon to do 
more of it than his colleagues back 
home. In connection with this last 
point, the personality and linguistic 
ability of the representative’s- wife 
are of prime importance since she 
will be in a position to be of direct 
assistance in the successful accom- 
plishment of her husband’s assign- 
ment. It must never be forgotten 
that many will form their opinion 
of the bank by their impression of 
the representative. 


BANK’S RESPONSIBILITY: A 
great deal of the representative’s 
effectiveness will depend on the sup- 
port and confidence which he is given 
by headquarters. It is most detri- 
mental to the representative’s stand- 
ing when he cannot speak with 
authority and when his recommenda- 
tions are more often ignored than 
accepted. There is nothing worse for 
the morale of the representative than 
when he begins to feel that his opin- 
ions do not receive proper considera- 
tion at home. 

Although it goes without saying 
that all credit decisions must be ap- 
proved by head office, the representa- 
tive should be given certain limited 
latitude in reaching decisions of his 
own. For example, if a client needs 
urgently to exceed slightly his credit 
line or requires a facility not covered 
specifically in the advised credit line, 
the representative should be allowed 
to extend an approval provided there 
is no major deviation from the line 
granted. 

The home management should keep 
him fully informed at all times of 
all direct contacts emanating from 
his territory, and he should receive 
copies of all correspondence received 
or written by the bank to people 
within his jurisdiction. It is a dis- 
heartening experience for the repre- 
sentative to learn that business has 
been negotiated or discussed without 
his participation. 

Finally, a representative must be 
made to feel that he is an integral 
part of the bank through periodic 
trips back home for consultation and 
instruction. This is also very impor- 
tant businesswise, as many foreign- 
ers want to be kept informed on 
latest developments in the United 
States. Too many banks leave their 
representatives abroad for such long 
spells that they lose contact with 
what is happening at home. A rep- 
resentative who has gone “stale” is 
worth little. 


CONCLUSION: Men of proper 
qualifications are not easily found, 
but unless the right person is chosen 
and the bank is willing to back him, 
it will be wiser not to experiment 
with resident representatives abroad. 
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PRODUCTS. AND SERVICES 





Have A Seat ... Crisp, modern lines, 
unique, sturdy construction and deep- 
cushion seating comfort are leading fea- 
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tures of the new Criterion line of steel 
office chairs by Harter Corporation, 


Sturgis, Michigan. Dramatic, swept- 
back cantilever arms employ the con- 
struction principle of cantilever bridges. 
The result is bridge-like strength and 
durability. Single-unit arm and back 
framing impart extra rigidity. Swivel 
chairs employ a “self-adjusting,” high- 
efficiency torsion bar in place of bulky 
springs and retainers to control tilting 
action. Criterion side chairs feature 
decorator-slim legs with a new tri- 
tapered look. All chairs are available 
in a wide range of upholstery fabrics, 
leather and plastics, colors and metal 
finishes. For information, write the 
Harter Corporation, Sturgis, Michigan. 
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Coin Bank Special . . . Contemporary 
Ceramics of Chatham, New Jersey, is 
offering three quality coin banks to 
banks, institutions and business organi- 
zations—“custom” styled with special 
imprints—for premium-promotion use. 
The three banks offered are the Wise 
Old Owl in tan, the Vault Door in gray 
and the Beehive in yellow. Full infor- 
mation about these banks plus other 
special ceramic designs may be obtained 
by writing to Contemporary Ceramics, 
175 Fifth Avenue, New York 10, N.Y. 
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Quotes on TV ... The stock broker’s 
primary capability, personal client serv- 
ice, received a major boost this week 
with the installation of the first low-cost 
completely transistorized closed circuit 
television unit in the Long Beach, Cali- 
fornia office of J. A. Hogle and Com- 
pany. The unit operates from a small 
“TeleKaster” camera in the boardroom 
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trained on the Trans-Lux tapes. Three 
monitors in the securities department 
and general manager’s office pick up the 
running quotations. A complete CCTV 
installation, with monitor, can be pur- 
chased for less than $1,000. More infor- 
mation on Packard Bell’s CCTV can be 
obtained by writing Packard Bell Elec- 
tronics, Industrial Products Depart- 
ment, 1920 S. Figueroa St., Los An- 
geles 7, California. 
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Mail Call . . . A complete listing of 
Toledo Mail and Parcel Post Scales is 
provided in a colorful new piece of liter- 
ature recently released by Toledo Scale. 
The literature emphasizes that Toledo 
offers a wide selection of models to meet 
specific mailing and parcel post require- 
ments. Seven Toledo models, from the 
compact three pound capacity models to 
the heavy-duty models that compute to 
the seventy pound parcel post maximum 
are illustrated. This literature may be 
obtained free by requesting Form 3048 
from Toledo Scale, Division of Toledo 
Scale Corporation, Toledo 12, Ohio. 
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Mobile Money . . . Two recently re- 
leased Installation Reports on two 
Maryland banks and one Michigan bank 
which are successfully utilizing trailer 
branches to temporarily solve expan- 
sion problems are offered to the pub- 
lic by LeFebure Corporation, Cedar 
Rapids, Iowa. 

The installation reports show interior 
plans of the trailers. Photographs com- 
plement the interior plan drawing show- 
ing the drive-up facilities, front and 
back counter views, and exterior overall 








pictures of the trailers, etc. The reports 
go on to develop how each operation fits | 
into the trailer space. A complete de- | 
scription of the speed of location is| 
shown in one of the reports. 

For complete information, write for 
Installation Reports—‘Two Good Rea- 
sons for Trailer Branch Banking” and 
“Mobile Branch Bank,” LeFebure Cor- 
poration, 716 Oakland Road, N.E., Cedar 
Rapids, Iowa. 
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Safe Trip ... Safe transfer of money 
from drive-in stations to the main oper- 
ating office, with elimination of extra 
guard duty, is emphasized in a recently 
published bulletin by the Standard Con- 
veyor Company. The bulletin explains 
how conveyors or pneumatic tube in- 
stallations have solved this problem of 
so much concern to bank officials. It 
points out how banks can save operat- 
ing expenses through improved money 
handling facilities. For a free copy write 
Standard Conveyor Company, North St. 
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information about the Big World? 


Can you provide your customers with advice on conditions in 
foreign countries, guidance on international markets, credit 
information on foreign companies? You can — quickly, effec- 
tively and conveniently — through Chemical Bank New York 


Trust Company’s foreign correspondents who maintain more 
than 50,000 offices abroad. 


These overseas correspondents know intimately the full 
range of local business conditions. This knowledge, plus fre- 
quent field trips by officers of our International Division, can 


be of benefit to your bank and to your customers engaged in 
foreign trade. 


Get the extra measure of world-wide banking service — Gold 
Medal Service - by making Chemical Bank New York Trust 
Company your active New York correspondent. 


CHEMICAL BANK 


NEW YORK 
TRUST COM PANY 


Founded 1824 





165 Broadway, New York 15 


P. S. To introduce one of our information 
services to you, we shall be pleased to 
send you recent issues of our Interna- 
tional Economic Survey, upon request. 
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Royal Bank manager gets close-up of construction industry at site of client's new building in Western Canada 





When it comes to doing business with Canada, it pays to talk to the 
Royal Bank. Why? Because Canada is a big country; no two areas are 
exactly alike, each has its own character, its own business ‘atmosphere’. 
Across the face of this wide country there are over 860 Royal Bank managers 


For your clients who are 
considering setting up 


to serve you. Each man knows his own city, town, community ... inti- a business in Canada, 
mately. He himself “‘belongs” . . . because he works there. He can help your this booklet gives vital 
customers get in touch with the right people . . . wherever they wish to do facts about the framework 


of business organization. 
For your copy—free and 
without obligation— 


business in Canada. For convenience, address inquiries to The Royal Bank 
of Canada, Business Development Department, Head Office, Montreal. 
write to The Royal 


THE ROYAL BANK OF CANADA ~ ~——SS_=—s Bank of Canada, Business 


Canada’s Largest bank... assets exceed 4 billion dollars. Development Department, 
New York Agency—68 William Street, New York 5, N.Y. Head Office, Montreal 


Over 960 branches in Canada, the Caribbean area, and South America * Offices in New York, London and Paris 


Representatives in Chicago, Dallas and Hong Kong 

















